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Life Insurance Is After You, 
Corporal Hitler... 


Those bombs that are raining around your aching head, Adolph... 
a lot of them were paid for with money which the Life Insurance com- 
panies of America are pouring into the purchase of War Bonds. 


Those planes ... that endless line of bombers and fighters... 
which send you scurrying for cover every time you venture out... 
a lot of them, too, were bought with Life Insurance money. 


And tanks, and ships, and guns, and all the other implements of 
war and supplies for our forces... Life Insurance is helping to pay for 
them. 


Because not only are the Companies buying War Bonds in huge 
amounts regularly, but the thousands of Agents throughout America 
are devoting a lot of their time and effort to selling War Bonds. 


And when you're licked, Adolph, and America settles down to more 
pleasant pursuits, the Life Insurance which people own will consti- 
tute their principal backlog of cash reserve to guard against eco- 
nomic adversity. 


Yes, Adolph ... Life Insurance is going to do its part to help make 
you wish you had never given up paper-hanging. 
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Union Central’s complete and 
thorough training course... 
shows agents the way to record 
production .. . assures the 
finest service for U.C.’s large 
clientele. 








UP-TO-THE-MINUTE 
SUPPLEMENTS ENABLE 
U.C. MEN AND WOMEN 
Agent 
redinin o SOUL Clase 
covRes IN MODERN SFLLING 
METHODS AND INSURANCE 
MERCHANDISING 
TECHNIQUE 























Training includes lectures, slide film presentations, textbook 
study, field work and personal counsel from top Union Cen- 
tral agents, actuaries and executives. 


The UNION CENTRAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 
OVER $400,000,000 IN ASSETS 














WEASEL WORDS 


The great Theodore Roosevelt thus de- 
scribed evasive phrases when important 
issues were involved, and he might well have 
placed “not yet” high on his list. 


Too many dependent wives and children 
have been left in dire financial straits 
because of their bread-winner’s decision 
to WAIT before acquiring needed life 
insurance. 


It is the agent’s duty and opportunity to 
convince such a prospect of the folly of such 
delay. He may find that later he will be un- 
able to pass the doctor, or will be ineligible 
for some other \reason. 





Ged) rudential 
Susurance Y Company of America 


Home Office, NEWARK, N. J. 
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Northwestern 
Production Winners 
Are Announced 


Miletti, Newark, and 
Pike, Oxford, Wis., 
Win Top Honors 


MILWAUKEE~—YV. A. Miletti, Row- 
ley & Talbot, Newark, won Northwest- 
ern Mutual Life’s “AA” award for the 
largest net production with $1,054,869 
paid business in thé agents’ year ending 
May 31. Honors for the largest num- 
ber of lives went to Freeman L. Pike, 
Oxford, Wis., of the M. A. Carroll gen- 
eral agency of Oshkosh, who paid for 
207 lives net, which also qualifies him 
for the presidency of the Marathon 


Club. Mr. Miletti has been a consist- 
ent winner of production awards since 
he started with Northwestern Mutual in 
1926 while Mr. Pike has qualified for 
the Marathon Club 12 out of 24 years. 

Production awards are being distrib- 
uted at general agency meetings this 
year as the annual meeting of the 
Agents Association has been called off 
for a second time because of wartime 
conditions. President Thomas A. Lauer, 
Joliet, Ill., of the association, has an- 
nounced that meetings will be resumed 
after the war with a victory rally. 

Special regional meetings will be held 
later in the summer as a substitute for 
the annual meeting. Talks will be made 
by leading agents and by company off- 
cials. New sales promotional plans for 
fall business will be presented. 


Total Paid $179,500,000 


In announcing the production awards, 
Grant L. Hill, director of agencies, 
stated “Northwestern Mutual is partic- 
ularly proud of the many fine records 
made by its agents during the recently 
concluded agents’ year. Despite the 
various distractions, the large amount of 
time and effort we know so many of 
them have given to the sale of Victory 
bonds, in serving on draft, rationing and 
other boards, active participation in 
many civil defense and other patriotic 
efforts, those in the field have paid for 
close to $179,500,000 of quality business. 
Considering the large number of agents 
now in uniform and defense activities, 
we think this is an excellent result.” 


Marathon Club Qualifiers 


Thirteen members qualified for the 
Marathon Club, paying for 100 or more 
lives. In addition to Mr. Pike, other 
members are L. T. Stearn, Minneapolis, 
now in the armed service; Herman G. 
Fricke, Omaha; L. R. Schultz, Norris- 
town, Pa.; E. M. Klein, Cleveland; M. 
H. Abernathy, Cochran, Va.; G. E. 
Loveless, La Porte City, Ia.; I. E. Den- 
nis, Ithaca, N. Y.; F. B. McTigue, Fort 
Dodge, Ia.; L. E. Moline, Sioux Falls, 
S. D.; C. W. Lee, Sycamore, Ill.; H. i 
Stoltz, Normal, Ill., and Roe Walker, 
Bloomington, Ill. Mr. Fricke, who has 
qualified 25 times since the club was 
formed in 1915, is the dean of the mem- 
ers. 

Twenty-eight agents qualified for the 
Half-Million-and-Over Club, which 
drew its membership from 14 states 
with Ohio leading with five. Six agents 
exceeded $1,000,000. They are Dr. C. 

Albright, Milwaukee, with $3,528,- 
193; E. M. Klein, Cleveland, $1,901,075; 

B. Fluegelman, New York, $1,195,- 
915; Alfred J. Ostheimer, III, Phila- 
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Uninsurables in 5% 
Plans Are Problem 


Large Company Holds Up 
Applications of This Type 
Pending Interpretations 


Life agents are in a quandary what 
to do about uninsurable employes in 
groups for which they may arrange life 
insurance to be purchased by the em- 
ployer under the federal wage stabiliza- 
tion provision which permits the em- 
ployer to purchase up to 5% of the 
wage in equivalent premium payment. 

An opinion was rendered only a few 
days ago by an official of the internal 
revenue bureau to F. J. Budinger, man- 
ager of agencies of Franklin Life in the 
Chicago area, that the insurance with 
annuity at age 65 and annual premium 
retirement annuity contracts did not 
qualify as “insurance” under the 5% 
provision and therefore could not be 
employed for the purpose. 

Mr. Budinger is not the only one who 
has been asking questions about inter- 
pretation of the provisions. One of the 
very large life companies is holding up 
all applications for contracts which are 
intended to function under the 5% pro- 
vision until the air has been cleared by 
an internal revenue interpretation. It 
appears one point that is more or less 
clear is that the bureau does not con- 
sider that any life insurance contract on 
a higher premium rate basis than 20 
payment life qualifies. This, therefore, 
might seem to include as permissible 
contracts the ordinary or whole life, 
endowment at age 85, long period term 
and life expectancy contracts, yearly re- 
newable 5, 10, 15 and 20 year term poli- 
cies and all limited payment life con- 
tracts with a premium basis not higher 
than that of 20 payment life. 


Means of Avoiding Law Evasion 


The intention, obviously, is to pre- 
vent employers from circumventing the 
law by purchasing high premium type 
contracts so that they could pass on to 
the employe at some future date a very 
large accumulated cash or loan value. 

The more experienced life agents who 
have done some of this business say 
there is no objection on the part of the 
government if partiality is apparently 
shown in distribution of the life insur- 
ance to employes, for this 5% provision 
has no relationship to the setting up 
of any pension trust; there is no factor 
of equity as between employes required, 
but it is purely a way permitted by gov- 
ernment of recognizing exceptional abil- 
ity without causing the inflationary 
tendency of cash wage increases. 

Therefore there is no obligation on 
the employer or the life agent to do 
anything about the employe who proves 
to be uninsurable, yet the agent hates 
to lose this business, and the employer 
must recognize that the employe who 
thinks he is going to get a nice life pol- 
icy with the premium paid by the em- 
ployer then proves to be uninsurable 
cannot help but compare his luck with 
that of some other employe who was 
more fortunate. He might feel that the 
employer ought to find some other way 
of giving him an increase, too. 

Undoubtedly the internal revenue bu- 
reau has received many such inquiries 
from agents and employers and inter- 
pretations eventually will be handed 
down. In the meantime some more con- 
servative life agents—and the company 
previously mentioned—feel a danger ex- 
ists in going ahead and setting up 5% 
plans for employers only to have a later 
interpretation knock them out. Employ- 
ers and employes would. be disgruntled 
and the prestige of the life men would 
be damaged. 

It is a_ possibility 


that in unusual 


Complete Bar 
Group’s Program 


Details of Round Table 
on Life Insurance Law 
Are Presented 


The program of the insurance sec- 
tion of the American Bar Association, 
which will be held at the Medinah 
Club, Chicago, August 23-25, has now 
been virtually completed by Chase M. 
Smith, counsel of the Kemper compa- 
nies, who is chairman of the section. 
Insurance Director Jones of Illinois and 
Mayor Kelly of Chicago will participate 
in the opening general session Monday, 
as will Horace L. McCoy, director of 
insurance for the Veterans’ Administra- 
tion. 

Reports by administrative committees 
will be given by Walter H. Eckert, 
Chicago, for the program committee; 
Henry S. Moser, Chicago, membership, 
and L. P. Kristeller, Newark, publica- 
tions. Various general committee chair- 
men will report, including Oliver H. 
Miller, health and accident insurance 
law; Ralph H. Kastner, American Life 
Convention, Chicago, life insurance law; 
Franklin W. Marryott, Boston, qualifi- 
cation and regulation of insurance com- 


panies, and George E. Beechwood, 
Philadelphia, annotation of war risk 
clauses. 


The round table on life insurance law, 
at which Mr. Kastner will preside, will 
feature talks by Paul Millett, Chicago, 
on “Employes’ Trusts’; John W. Fisch- 
bach, general counsel Minnesota Mu- 
tual Life, “Handling of War Death 
Claims under Life Insurance Policies,” 
and Abram T. Collier, Boston, “Con- 
flicts of Law Problems Affecting Group 
Insurance.” 

The section banquet will be Tuesday 
evening, preceded by a_ reception. 
Wednesday afternoon there will be an- 
other general session at which Commis- 
sioner Gontrum of Maryland will discuss 
“Paul vs. Virginia,” and Congressman 
Randolph, “Aviation Insurance After 
the War.’ Election and adjournment 
will follow. 








cases contracts not listed herewith 
might be approved by the bureau. It is 
a good rule to follow that any special 
plan should be submitted di- 
rectly to the bureau for individual rul- 
ing. It might even be that in special 
cases some annuity arrangement might 
be approved. 


N.A.L.U. Speaker 


Harold 'S. Parsons, million dollar pro- 
ducer for Travelers at Los Angeles and 
life member of the 
Million - Dollar 
Round Table, will 
be one of the fea- 
tured speakers at 
the annual meeting 
of the National As- 
sociation of Life 
Underwrit- 
ers in Pittsburgh 
Sept. 13-17. He 
joined Travelers in 
1925 in Toronto 
and soon became 
one of its leading 
Canadian _produc- 
ers. In 1928 he 
went to the Los Angeles agency of 
Travelers. He has consistently led the 
company in personal production. His 
average paid production is $1,200,000 
per year, and last year he paid for $1,- 
750,000 on 203 cases. 











H. 8S. Parsons 


Sees Need of More 
Pension Rulings, 
Perhaps Legislation 


Yet Goldstein Finds Reg- 
ulations Excellent on All 
But Borderline Points 


NEW YORK—So many types of 
borderline questions on pension trusts 
were never considered by Congress or 
the congressional committees prior to 
passage of the 1942 revenue act that it 
is inevitable that the internal revenue 
bureau will have to issue still further 
rulings clarifying their viewpoint and 
there may have to be interpretations of 
some points by the courts and even 
perhaps further amendments to the law 
before many of these matters are defi- 
nitely settled, according to M. M. Gold- 
stein, general agent Connecticut 
Mutual Life, New York City, and an 
authority on pension plans. 

Saying that Congress, the House 
Ways and means committee, the Senate 
finance committee, and the special Sen- 
ate finance subcommittee on pensions, 
and the Treasury and internal revenue 
bureau have done a very thorough and 
capable job on the new regulations, Mr. 
Goldstein said that naturally there are 
still many points that have to -be 
cleared up but that by and large there 
has been an honest attempt to do every- 
thing possible to further the develop- 
ment of legitimate plans while at the 
same time closing the door to the full- 
est extent on the possibility of tax 
avoidance plans. 

“The Treasury and the bureau have 
taken all of these months since passage 
of the revenue act on Oct. 21, 1942, 
before issuing regulations, to endeavor 
to clear up as many of the borderline 
questions as possible, so as to assist 
the taxpayer by making regulations as 
thorough as possible,’ said Mr. Gold- 
stein. “In their quest for information, 
however, the Treasury and bureau have 
been stymied by the fact that many of 
these borderline questions were never 
considered by Congress or the commit- 
tees before the act was passed. There- 
fore the commissioner of internal reve- 
nue and his associates have had to 
make their best interpretation of the 
basic intent of Congress on_ these 
points.” 


Reliance Life Now 
Has Permanent 
Agency Group 


In accordance with a plan presented 
to Reliance Life at the managers’ meet- 
ing earlier this year, a permanent agency 
advisory committee has been selected by 
the managers to act for the field force 
in making suggestions and recommen- 
dations to the company. The members 
are Lloyd H. Feder, Cleveland; R. A. 
Hilliard, Asheville, N. C.; N. S. Tomlin- 
son, Birmingham; David Warshawsky, 
Cleveland; N. H. Weidner, Pittsburgh. 
Mr. Weidner was elected chairman. The 
first meeting will be held Sept. 13, when 
the members will attend the National 
Association of Life Underwriters con- 
vention in Pittsburgh. 
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Employe Retirement Plans 


“Journal of Commerce” Presents Review of 
Methods Available and Problems Involved 





\ comprehensive review of 
employe retirement plans and the prob- 


60-page 


lems which they involve, sub-titled “S So- 
cial Security in Private E nterprise, 
has been put out by the New York 


“Journal of Commerce.” Experts on 
the various phases of retirement plans 
analyze the fundamentals of such plans, 


types available, establishment and op- 
eration of the plan. The publication 
also includes the text of the new Treas- 


ury Department regulz ations. 
Contributors from the insurance field 
include H. Walter Forster, president 
of Towers, Perrin, Forster & Cros»y, 
Philadelphia; Morgan H. Alvord, as- 
sistant actuary of Connecticut General 
Life; Meyer M. Goldstein, New York 
City general agent of Connecticut 
Mutual Life and director of Pension 
Planning Co.; Lambert M. Huppeler, 
assistant director of agencies of Massa- 
chusetts Mutual Life; D. N. Warters, 
vice-president and actuary of Bankers 
Life; William J. ¢ — vice- -president 
of Equitable Society; M. M. Denker of 
Johnson & Higgins ot H. Charles 
Kwasha of Marsh & McLennan. 


Three Available Methods 


One of the basic problems, of course. 
is the choice of one of three available 
methods of funding a retirement plan, 
including trusteed reserve, group = an- 
nuity contract and individual annuity 
contracts, or in some cases a combina- 
tion of two or more of these methods. 
Mr. Forster in his comparison of these 
types points out that under an insured 
plan the insurance company makes or 
increases a guarantee each time a pre- 
mium is paid, and so must charge pre- 
miums which will, on the average, sup- 
port those guarantees with a reason- 
able margin of safety. Under a trustee 
plan, on the other hand, the trustee 
never (and employer seldom) makes 
any guarantee of the end result which 
is the plan’s objective—the payment of 
specified benefits. The trustee plan 
may use mortality, interest and other 
assumptions which represent reasonable 
expectations of future experience, but 
which need not (necessarily) contain 
the margins of safety without which an 
insurance company could not safely 
operate. 


Weigh Underlying Consideration 


Mr. Forster says that the basic dif- 
ference between the two plans requires 
the weighing of underlying considera- 
tions which permit comparisons of a 
relative rather than an absolute nature. 

The question of “mortality discount,” 


often brought up, is not a basic factor, 
Mr. Forster says, because the actual 
incidence of deaths will be unaffected 
by the method of funding used. In- 
dividual contracts require the largest 
initial outlay, with the certainty of 


some return as deaths occur; group an- 
nuities require a moderate initial out- 
lay, without danger of deficit and with 


some hope of dividends;  trusteeship 
with “average” mortality assumptions 
requires the minimum initial outlay, 


with some possibility of a deficit devel- 
oping. Therefore the question is basic- 
ally one of preference as to incidence 
of costs. 

Some types of benefits are “uninsur- 
able” in that no insurance company will 
guarantee them. Total and permanent 
disability pensions, for example, are not 
generally available from an insurance 
company, so if an employer has an in- 
clination toward insurance, but wants 
disability benefits included in the plan, 
he must decide which of the two con- 
flicting desires is the more important. 

On the matter of interest, he says 
there is probably little choice between 
a’ participating contract in a sound, well 
established life company and a reason- 
ably large private trust fund. with a 


well diversified portiolio of “insurance 
company” type securities. 

The methods of paying 
insurance and_ trusteeship 
different. An annuity premium always 
includes a loading, which consists in 
part of provision for all future expenses 
surrounding the payment of benefits. 
Payments into a trust fund, on the 
other hand, are usually “net.” Thus an 
insured retirement plan is always “paid 
up” as to both benefits and future ex- 
penses, while a trust fund is paid up 
as to benefits only. 


expenses of 
are entirely 


The two insurance methods differ 
widely in initial cost if applied to the 
same plan. Group annuities have a 
moderate initial cost, with a tendency 
for the cost to increase from year to 
year; individual annuities cost consider- 
ably more initially, but the cost will 
decrease quite substantially in future 
vears. Trusteed funds may be built 


up according to either the increasing 
or decreasing cost principle, or arranged 
to produce approximately level cost. 

_Mr. Goldstein gives particular atten- 
tion to the place of the individual life 
policy in employe benefit programs. 


These policies are issued in the name 
of the employe-participant. Ownership 
rights, however, are restricted. Each 


individual is an independent entrant and 
there is no minimum number set, to 
make effectiveness of the plan depend- 
ent on actions of other employes. 

A typical individual policy plan, Mr. 
Goldstein says, is one which combines 


$10 a month retirement income with 
$1,000 to $1,500 face amount of in- 
surance. There are, of course, individ- 
ual policy plans which are entirely an- 
nuities and have no additional face 
amount of death insurance, but the un- 
derwriting rules of most life compa- 
nies today preclude issuance of straight 
annuity policies except for uninsurables. 


Only Vehicle for Small Units 


Inasmuch as. state insurance laws 
and insurance company underwriting 
rules require a minimum number of par- 


ticipants in a group contract. usually 
50, individual policies are the only 
financial vehicle available for small 
business establishments, which consti- 
tute the vast majority of those in this 
country. If employes of these small 


and medium sized business units do not 
obtain the security that goes with em- 
ploye benefit programs, Mr. Goldstein 
says there is bound to be an increas- 
ing trend of employes to the big busi- 
ness units which do have such _ pro- 
grams, with a resultant shrinking in 
the number and effectiveness of small 
and medium sized business units, there- 
by changing the backbone of the 
American way of life. 

Individual policies permit larger re- 
tirement benefits in a small plan than 
would be available under a group plan 
of similar size, he said, because the 
maximum amount of retirement bene- 
fits available under group annuities de- 
pends upon the number of eligible em- 
ployes. In group life the maximum 
amount of insurance available also 
may depend on the total amount of in- 
surance in force and the amount on 
cach of a specified number of employes 
receiving the highest amounts. Under 
an individual policy program, the maxi- 
mum amount of benefits available is 





PENN MUTUAL JUNIOR OFFICERS 








W. J. 


F. 0. Donaldson 


Life appointed three 
new junior officers: Mary F. Barber, 
assistant to the president, the first 
woman to become a member of the offi- 
cial staff; Frank O. Donaldson, assistant 
to the vice-president, and W, J. Probst, 


Penn Mutual 


who will likewise be assistant to the 
vice-president in charge of agency 
affairs. 


For the past few years Miss Barber's 
work has been in the administrative de- 
partment but previously she was in 
charge of the preparation of sales pro- 
motion material. Ever since becoming 
asociated with Penn Mutual in 1928, 
she has done much valuable business, 
educational and insurance — research. 
From 1921-28 she was a member of the 
agency department of the Equitable 
Society in New York, where her re- 
sponsibiilties involved the preparation 
of advertising and field training mate- 
rial, inheritance tax work and_ insur- 
ance programming. 

She graduated from the National 
Cathedral School in Washington, D. C., 
received her A.B. degree from Barnard 
College, where she was elected to Phi 
seta Kappa. After serving as a yeo- 
man in the first world war she became 
editorial assistant of the Macmillan 
Company in New York City: One of 





Probst 


Mary F. Barber 

her assignments was the proof- reading 
of the “Project Method of Teaching,” 

by John A. Stevenson, with whom she 
has been associated since she started 
her insurance career with Equitable in 
1921. 

Mr. Donaldson went with the Penn 
Mutual in 1909 as a member of the aud- 
iting department, and for seven years 
Was a traveling agency examiner. After 
a period of temporary management of 
the Birmingham agency he returned to 
the home office and was selected chief 
clerk of the agency department in 1930, 

Mr. Probst went into life insurance 
in 1924 in actuarial work with Penn 
Mutual. He was for five years in the 
actuarial department of Philadelphia 
Life, then joined Sun Life of Canada 
and became a specialist in group life 
and pension cases with the Philadelphia 
office. As mathematician, he designed 
proposals for the field men, then went 
in the field selling pension cases. 

In 1932 he returned to the Penn Mu- 
tual to inaugurate a salary savings de- 
partment, of which he was made man- 
ager. He wrote the Penn Mutual's 
pension trust manual, and has con- 
ducted conferences on that subject and 
on salary savings throughout the com- 


nany’'s ag ‘ncies, 


een 
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Seis Vice-president 
of Minnesota Mutual 





Norman H. Nelson, elected vice-presi- 
dent of the Minnesota Mutual Life, who 
has been with the 
company more than 
20 years, is a 
graduate of the 
University of Min- 
nesota and St. Paul 
College of Law. 
He is_ vice-presi- 
dent of the St. 
Paul Rotary Club 
and _ secretary of 
the Financial Sec- 
tion of the Ameri- 





can Life Conven- 

tion, former chair- 

man Northwest N. H. Nelson 
Farm Real Estate 
Association, former president St. Paul 
Mortgage Bankers Association and a 
former director St. Paul Real Estate 
3oard. 
limited only by the underwriting rules 
of the insurer. 

The group company may discontinue 


a group contract if participation should 
fall below the minimum required. Such 
a situation might be found in the “war 
baby” type of employment situation. 


Income Options Valuable 


Income options make individual poli- 
cies particularly flexible in meeting the 
needs of the individual participants, Mr. 
Goldstein believes. He lists the options 
available at retirement and shows how 
they may be used in individual cases. 

Death benefits under a group annuity 
contract are smallest in the» younger 
vears of the employe’s participation and 
increase as the employe grows older 
under the plan, However, Mr. Gold- 
stein says, it is the young employes 
who need most to provide for their 
wives and young children in the event 
of premature death, Once the children 
have grown up and have become self- 
supporting, then death benefits are less 
vital for family income needs than in 
younger years. 

Settlement options and other provi- 
sions of individual contracts are not 
subject to change as in the case of 
group contracts and beneficiaries may 
be assured of the continuance of the 
original provisions. 

Advantages of Group Plans 


The status of uninsurable participants 
is more favorable under self-adminis- 
tration or group contracts, as under 
those plans every eligible employe can 
be included regardless of the risk he 
represents, while under individual poli- 
cies the insurability of every individual 
participant is individually appraised. Sub- 
standard risks must pay an additional 
premium and uninsurables must take a 
different form of policy without insur- 
ance coverage, usually individual annual 
premium retirement annuity. 

Group disability contracts would also 
be more advantageous in including em- 
ploves whose past claim records were 
such that they might not be acceptable 
as individual risks. 

Group life premiums, however, are 
constructed on the yearly renewable 
term basis. Since the death hazard i 
creases with advancing age, premiums 
for individuals likewise increase, becom- 
ing high, and even prohibitive, in the 
older ages. Therefore many group life 
plans cut death protection at or even 
prior to normal retirement age. In- 
dividual life policies under an employe 


benefit program may be arranged to 
provide permanent insurance at pre- 
miums which cannot increase with ad- 


vancing age. 

Mr. Goldstein emphasizes the impor- 
tance, where individual policies are 
used, of the service of an expert. life 
man in coordinating a program with 
the needs of the individual participant. 
outlining various service requirements. 

Mr. Warters tells of the ;adyantages 

(CONTINUED ON, LAST PAGE) 
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National Negro 
Insurance Body 
Meets in Chicago 


President A. T. Spaulding 
Recites the Obligations 
Confronting the Business 








The National Negro Insurance As- 
sociation is holding its 23rd annual 
meeting in Chicago this week. The Chi- 
cago local committee consisted of N. 
Williams, American Woodman, chair- 
man; W. H. Miner, Commonwealth 
Burial; Mrs. O. H. Crosthwait, Jackson 
Funeral System; J. D. Grantham, Metro- 
politan Funeral System; C. J. Poree, 
Golden State Mutual; W. W. Hodnott, 
Protective Mutual; W. H. Kennerson, 
Standard Burial; H. L. Thompson, Su- 
preme Liberty Life; W. K. Allen, Unity 
Mutual Life; R. A. Valentine, Victory 
Mutual Life. These are all members of 
the Chicago Negro Insurance Associa- 
tion that acted as the official host. _ 

The meeting started Wednesday with 
A. T. Spaulding, assistant secretary and 
actuary of the North Carolina Mutual 
Life of Durham, N. C., in the chair, he 
being president of the organization. 
There were three seminars that met at 
different times, executive, agency and 
medical. There were panel discussions 
of an important nature. In the first 
session the keynote address was made 
by Dr. J. E. Walker, president National 
Negro Business League and president 
of Universal Life of Memphis, his 
theme being “Our Part in the Nation’s 
Fight Against Inflation.” 


President Spaulding’s Address 


Mr. Spaulding in delivering the presi- 
dential address said that in view of the 
life and death struggle now taking place 
between ideologies, and other happen- 
ings on so many fronts and in so many 
lines of human endeavor, life insurance 
through private enterprise must con- 
tinuously justify the right to continued 
existence and to an eminent position of 
importance in all considerations of the 
general welfare if its survival, continued 
popularity and prosperity are to be as- 
sured. He said if the government is 
serious about siphoning out of circula- 
tion the excess spending power over 
available consumer goods and_ seeks 
other channels than higher individual 
taxes or forced savings to release dam- 
med up pressure, it might be well to 
consider giving more liberal exemption 
treatment to life insurance premiums 
and the proceeds payable under life in- 
surance contracts. Life insurance, he 
said, offers a unique reservoir into 
which the present flood of dynamite 
laden excess dollars can be diverted 
without any fear of their breaking over 
its dam or control and inundating the 
nation with devastating inflation dollars. 


No Rationing of Insurance 


President Spaulding said that insur- 
ance does not have to be rationed. It 
can be furnished without undue com- 
petition with other essential industries. 
Insurance companies are doing a great 
work in buying defense bonds and life 
agents deserve credit for what they 
have done in selling bonds. 

Mr. Spaulding said that on the basis 
of a recent survey the insurance on 
Negroes in the United States comprises 
9,420,289 policies for $1,685,024,434 in- 
surance, the amount of annual pre- 
miums $67,919,273. The average size 
policy is approximately $179. For many 
families, he said, this coverage represents 
their principal item of protection and 


Figures for First Six Months 





New Paid 
Business 
1943 

Bankers Life, Ia......... $ 35,619,517 
Cal.-Western States....... 12,040,773 
Columbian National ..... 6,726,722 
Continental Assurance 16,707,365 
Country Eile ..ccccoscaes 11,817,627 
Eureka Maryland Assur.. 7,035,722 
Farmers & Traders Life. 2,156,672 
Federal Life ....sccccces 7,334,727 
Fidelity Union Life...... 1,434,571 
Prankiim Effe ...<sscces- 12,425,200 
Geo. Washington Life.... 735,215 
Great National Life...... 1,921,430 
Great-West Life, Can..... 47,075,808 
Cale Ele osc ec decccecewcs 38,654,312 
Home Friendly, Md....... 2,803,371 


Hoosier Farm Bur. Life. 1,838,394 





John Hancock Mutual... 477,641,677 
Kansas City Life........ 19,594,162 
Kentucky Central L.&A.. 1,186,100 
Liberty Life, S. C........ 26,551,000 
Loyal Protective Life.... 931,676 
Mass. Mutual ..ccccccsers 70,544,529 
Midwest Life, Neb........ 1,830,886 
Mutual Life, Canada..... 36,277,114 
Mutual Trust Life......0% 10,577,369 
MMtional Bale, VWhicwcscees 22,365,938 
N. Amer. Life, Can....... 18,251,163 
No. Amer. Reassurance... 13,488,800 
Northwestern National .. 24,140,3351 
Ohio National Life....... 9,744,263 
Old Rep. Credit Life..... 25,931,375 
Philadelphia Life ....... 2,178,518 
Reliance Life ....cccccce 26,726,944 
Standard Life, Miss...... 6,626,710 
State Mutual Life....... 22,936,917 
United Benefit Life...... 29,471,711 
Western Reserve Life... 1,838,000 
Washington National..... 33,055,555 
Woodman Central Life... 1,491,601 


FRATERNALS 


Br’hood R.R. Trainmen.... 6,532,980 
United Amer. Mechanics.. 652,235 





New Paid Ine. in Ins. Inc. in Ins. 
Business in Force in Force 
1942 1943 1942 
34,167,500 $ 15,401,731 $ 12,726,860 
’ 12,263,103 2,004,809 —488,592 
9,248,043 2,740,244 3,798,995 
16,568,863 18,846,709 15,367,439 
11,364,525 8,815,032 8,085,023 
8,716,908 2,594,294 2,670,103 
3,438,719 1,237,687 2,505,976 
6,852,830 4,722,006 4,176,512 
1,176,843 535,618 69,657 
11,306,316 5,428,376 13,822,866* 
1,391,267 —190,312 226,976 
942,972 1,538,433 247,219 
33,993,120 26,177,486 12,301,624 
34,212,715 21,865,952 14,051,382 
3,742,780 711,640 856,864 
2,130,471 1,352,126 1,779,419 
566,444,220 319,868,975 371,797,012 
30,521,069 4,114,145 10,948,286 
1,014,820 765,350 33,424 
24,304,000 10,131,657 7,609,166 
511,412 766,835 252,250 
68,722,113 29,125,297 21,524,904 
1,851,039 625,525 377,560 
28,011,513 21,341,106 11,466,441 
10,751,621 6,911,510 6,220,584 
21,926,317 12,203,921 9,925,018 
15,897,823 11,573,904 9,290,712 
16,367,600 2,379,100 5,007,100 
23,469,312 16,996,849 7,019,911 
9,792,243 3,707,584 1,702,289 
28,587,377 —§,682,206 = .cccccce 
2,831,007 369,250 973,435 
29,163,904 14,165,109 14,538,824 
8,210,440 1,982,885 243,924 
19,327,213 10,381,378 5,656,419 
32,194,178 11,760,586 17,218,803 
1,444,285 890,150 ue 
34,978,871 14,160,433 12,411,209 
1,256,261 1,020,380 530,234 
8,349,450 —215,733 2,463,289 
366,750 —241,6042 —542,5042 


*Includes $10,729,468 reinsurance of United Life of Salina, Kan. 
i1—xcludes revivals, increases, and additions. 


“First five months. 








investment. Insurance carried on Ne- 
groes in 39 member companies was 
2,808,414 policies with insurance amount- 
ing to $474,226,628, the amount of an- 
nual premium being $22,571,069. 

The ending of the war will not bring a 


solution to all the problems, the speaker 
said. After hostilities are ended the 
country will have highly organized pres- 
sure groups, blocs the like of which it 
has never seen, in addition to a national 
(CONTINUED ON PAGE 10) 








“Seminar on Paper’ :— 


tions.’ 
the solving of objections. 


must do something about it. 
save any money.” — 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 








NORMAL TIMES 


A shrewd observation about the current problems in selling 
life insurance was made by one of our prominent women un- 
derwriters, when answering a question asked her in our 


“TI am always surprised at the attention paid to ‘objec- 
Because to me that is the life insurance business— 
Possibly my mental attitude is due 
to the time I came into the business, in 1933. People have 
always been in a ‘negative’ frame of mind. 


“T haven’t had any years when people ‘bought’ or thought 
they had a surplus to save. Somehow or other I have acquired 
the state of mind that any times are ‘normal’ times, as far as 
selling life insurance is concerned. 


“They will grow older and need money. Nothing changes 
that problem. It has always been the job of the agent to set 
up the problem and make the prospect realize it. 
the solution, but there is no use attempting an explanation of 
the problem until the prospect admits she has a problem and 
Most people never feel they can 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


We have 
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JOHN A. STEVENSON 
President 














Erickson Treats 
Farm Appraisals 
from Experience 


North Dakota Insurance 
Commissioner Comments 
on the Subject 


Insurance Commissioner O. E. Erick- 
son of North Dakota comments on an 
article in THe NATIONAL UNDERWRITER, 
Page 3, July 2, under the title of “Pro- 
posed Farm Appraisal Form Held Un- 
desirable.” He says: 

“T note that you are directing some 
criticism at the commissioners’ commit- 
tee who proposed a standard farm ap- 
praisal blank. As one of the members 
of the committee I am wondering who 
these appraisers are who are criticising 
and finding fault with what the commit- 
tee has done. These farm loan experts 
no doubt are men who have never lived 
on a farm and have a theory to promul- 
gate, something like the New Deal 
theory of crop insurance. No one with 
any actual experience was ever asked in 
to advise the professors who set up the 
federal crop insurance. 


Must Be Compromise Form 


“Personally I have acted as farm ap- 
praiser for two years for one of the 
greatest farm owning institutions in this 
state. There are several things about 
the proposed form that did not meet my 
approval but I can see where it is al- 
most impossible to draw one standard 
form to fit the north central states, the 
cotton states, the fruit states, the west- 
ern states and the New England states. 
It may be advisable to zone the states 
for appraisal perhaps and have a sep- 
arate appraisal blank for each zone, but 
unless that is done [I believe the form 
proposed by the committee is as nearly 
perfect as it is possible to make it at 
this time. The form, however, was sub- 
mitted to the presidents of the national 
insurance companies for their approval 
and recommendations and final adoption 
will come up at the December meeting 
of the commissioners. As a member of 
the committee I shall look forward to 
further discussions and suggestions as 
well as criticisms.” 





Fidelity Assurance and 
Illinois Contract Holders 


At least 6,700 Illinois holders of con- 
tracts of Fidelity Assurance, formerly 
Fidelity Investment Association, Wheel- 
ing, W. Va., will share in payments of 
from $10 to $22,000 during liquidation 
of its nearly $4,000,000 in assets in cus- 
tody of Secretary of State Hughes of 
Illinois. The average payment will be 
about $380 and 90% of the contract 
holders are Illinois residents. Several 
hundred others eligible for payment 
have not been found. The company 
listed 7,712 Illinois contract holders. 
Some of them held two or more of the 
income annuity type investment poli- 
cies. 


TENNESSEE SECURITIES SOLD 


NASHVILLE—A determined court 
fight to hold a deposit of $150,000 in se- 
curities for Tennessee certificate hold- 
ers of the Fidelity Investment Associa- 
tion has been won by Commissioner 
McCormack. The securities have been 
sold and the sum realized will be used 
by the commissioner to satisfy the 
claims of certificate holders in the state. 


Harry E. Pirrung, Mutual Life of 
New York, has been elected president 
of the Montgomery, W. Va., chamber 
of commerce. 
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enamine Decision 
by U. S. Tax Court 


Those Used as Added 
Pay for Services 
Rendered Not Gifts 


WASHINGTON—The tax court of 
the United States has held that the 
purchase of annuities to provide, as 
additional compensation for services ren- 
dered, a retirement pension for an em- 


ploye do not constitute a gift and 
therefore are not subject to the gift 
tax. There were refund provisions in 


the contract, and the amounts paid for 
these provisions do constitute a gift, 
but were defined as “gifts of future in- 
terest” because their payment was con- 
tingent upon the death of the annuitant 
before the expiration of the amount in 
the two annuities. 

The case was that of Elizabeth C. 
Morrow, widow of Dwight W. Morrow, 
vs. the Department of Internal Revenue. 
The commissioner claimed a deficiency 
in gift taxes on Mrs, Morrow’s return 
in 1939 in the sum of $9,775, based on 
his inclusion in Mrs. Morrow’s total 
gifts for that year the amount of $47,316, 
the cost of two annuity contracts Mrs. 
Morrow purchased for Mrs. Josephine 
Grimes-Graeme, who was governess, 
housekeeper and secretary in the Mor- 
row household for many years. 


Understanding as to Payment 


Mrs. Graeme was employed in 1919. 
As early as 1924, the Morrows discussed 
the question of increasing Mrs. Grae- 
me’s compensation and decided that pro- 
vision for her security on retirement 
was preferable. This plan was discussed 
with Mrs. Graeme, and both the Mor- 
rows assured her that her security after 
retirement would be provided by them 


with a pension. : 
In 1939, Mrs. Morrow decided to re- 
tire Mrs. Graeme, and purchased two 


annuity contracts, one from Union Cen- 
tral Life and the other from Home Life 
of New York, each providing for pay- 
ment to Mrs. Graeme of $100 per month 
for life. When she purchased the two 
annuities, Mrs. Morrow found that for 
additional payment totaling $4,629 she 
could secure refund provisions obligat- 
ing the insurers in case the life an- 
nuitant died before the full amount of 
the consideration paid for the annuity 
contract had been distributed in monthly 
payments, to continue payment to 
named beneficiaries until the full amount 
was exhausted. The beneficiaries of the 
refund provisions were sisters and chil- 
dren of Mrs. Morrow, the latter includ- 
ing Anne Morrow Lindbergh. 

The court held that the payment as 
additional compensation for services can- 
not be a gift since it was intended to 
be and was additional consideration for 
those services. The fact that the serv- 
ices were rendered during years prior 
to the payment of the compensation 
therefor does not affect the conclusion 
here. 

Refund Provisions Constitute a Gift 


With respect to the refund provi- 
sions, no consideration was claimed by 
Mrs. Morrow as passing from the bene- 
ficiary to her, and donative intent in the 
inclusion of these provisions in the two 
contracts is clear. The cost of these 
refund provisions, the court holds, in 
the amount of $4,629, was a gift. Since 
the enjoyment of the interests repre- 
sented by the. payments to be made un- 
der these provisions of both contracts 
was contingent on the death of the 
annuitant prior to her receipt of month- 
ly payment totaling less than the cost 
of the contract, these gifts are of fu- 
ture interest with respect to which Mrs. 
Morrow is not entitleed to an exclusion 
urder section 505 (b) of the revenue 
act of 1938. 


“Who Writes What?” will help you 
place that business. $2.50 from National 
Underwriter. 





AeNATIONAL UNDERWRITER 


July 23, 1943 




















Rounds Out 50 
Years of Service 
with Sun Life 


President Arthur B. Wood of Sun Life 
of Canada completed 50 years of con- 
tinuous association with that company 
June 30. He desired that no celebration 
be held or any campaign be carried on. 
However, a dinner was tendered him by 
the officers. E. A. MacNutt, vice-presi- 
dent and_ treasurer, presided. There 
were about 70 present including a num- 
ber now in retirement who had been 
associated with Mr. Wood for many 
years. A telegram of greeting and con- 





ARTHUR B. WOOD 


gratulation was received from Director 
John A. Tory, who with C. V. 
Branch, vice-president, already had estab- 
lished a record of 50 years of service 
with the company. 


Joined Sun Life in 1893 


Mr. Wood was fitted for entering Mc- 
Gill University when he was 15 years 
old. He successfully competed for a 
scholarship. He took top honors in 
mathematics and first in classics. Shortly 
after he graduated in 1893 he joined Sun 
Life as chief clerk in the actuarial de- 
partment. President Wood in his talk 
said that there was only one other clerk 
in that department. He has taken all 
actuarial honors possible. In 1908 he 
was appointed Sun Life actuary and in 
1924 became vice-president and actuary. 
This was the first time a vice-president’s 
position had been filled by one from 
staff ranks. He was appointed manag- 
ing director in 1932, president and man- 
aging director in 1934. He is a natural 
born administrator, possessing those 
characteristics of leadership which have 
often been commented on. 


Service Cover Will Call 
for Medical After Aug. 10 


WASHINGTON—The war depart- 
ment has issued a reminder to U. S. 
soldiers at home and overseas that ap- 
plicants for National Service Life In- 
surance after midnight, Aug. 10, will 
have to submit to a rigid medical 
examination. Before that time no phys- 
ical examination of any kind is neces- 
sary. On April 12 this year the pro- 
vision of public law No. 36 permitting 
such insurance without examination was 
extended for 120 days. 





Prominent Negro Honored 


The “John Merrick,” a _ Liberty 
freighter named for a North Carolina 
Negro business leader who was born in 
slavery, slid down the ways of the 
North Carolina Shipbuilding Company 
at Wilmington, N. C. Mr. Merrick, 
who died in 1919, founded North Caro- 
lina Mutual Life of Durham, N. C. 


Mutual Benefit I Life 
Pension Trust Scale 


New Commission Sched- 
ules on Income Endow- 
ments and Annuities 


New schedules of commissions on in- 
come endowments and retirement annu- 
ities issued in connection with pension 
trusts and similar arrangements are being 
put into effect by Mutual Benefit Life. 
They will serve the dual purpose of 
meeting the desire of agents and gen- 
eral agents for a more stabilized re- 
newal income and the preference of the 
company for a mode of compensation on 
pension trust business which decreases 
the initial strain and might serve, to 
some extent, as a hedge against a pos- 
sible poor persistency of some of this 
business. 

Until Sept. 1 the old commission scale 
will be allowed if desired on cases under 
way, and after that date agents will 
have the option of two schedules. In 
connection with income endowments, 
Schedule A offers a level commission 
for each of the first 10 policy years. 


Schedule B is an arrangement inter- 
mediate in character between the pres- 
ent scale of compensation and that de- 
scribed as Schedule A. The first year 
commissions provided under Schedule B 
are reduced to approximately one-half 
of those heretofore allowed, and re- 
newal commissions have been increased, 

The change in connection with com- 
missions on retirement annuities is gOv- 
erned by the same considerations. The 
choice of schedule for commissions on 
income endowments in a pension trust 
case will determine the schedule of com- 
missions on any retirement annuities is- 
sued in connection with that case. 





Hays & Bradstreet in Lead 

Hays & Bradstreet, general agents of 
New England Mutual Life in Los An- 
geles, hold the top spot among all the 
company’s agencies for the first six 
months. The agency had substantial 
gains in new business throughout the 
period. 


Investors Syndicate Action 


ST. PAUL—Acting under a law en- 
acted by the last legislature, Julius 
Schmahl, Minnesota state treasurer, has 
taken over $100,000,000 of assets of In- 
vestors Syndicate of Minneapolis for 
the protection of certificate owners. 





Perhaps he’s right. 
what to do with it. 


making”’ 
chise. 
mick reaper 





He probably wouldn’t know 
On the other hand, life insur- 
ance salesmen are constantly being urged to “make 
hay while the sun shines.” 
representatives are doing it—in big batches. 


For example: Last year the hundred leading 
Franklin agents averaged $5,286.00, and the entire 
agency group whose earnings were reported to the 
collector of internal revenue averaged $3,598.08. 


Just last month one man earned $1,800.00, another 
tucked away $1,400.00, a third made $1,100.00, 
and there were many others just as good. These 
boys are really “making hay while the sun shines.” 


If you too are interested in that kind of “hay 
inquire about a Franklin Agency fran- 
It will help you cut a swath like a McCor- 
. and speaking of earnings like 
these boys are pocketing—they ain’t hay! 


And Franklin Life 














CHAS. E. BECKER, PRESIDENT 
DISTINGUISHED SERVICE SINCB 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 
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Your Clients and Prospects Will Want Copies of the 


PENSION [RUST RULES 
AND REGULATIONS 


Kv ERY ONE of your clients and prospects will want a copy of the Pension Trust 
Rules and Regulations published in the July 16 issue of The National Underwriter. 








Our supply of extra copies of The National Underwriter has been exhausted and as we 
are getting numerous requests in every mail we have decided to reprint this material. 


This eight page reprint (National Underwriter page size) contains: 


1. The report on Page 1 in the left hand column headed “Long 
Awaited Pension Trust Regulations Issued”. This contains the 
statement issued by Internal Revenue Commissioner Guy T. 
Helvering. 


ho 
e 


The report “Commissioner Is Given Much Latitude” in the sec- 
ond column on Page 1. 


3. The complete text of the regulations given on Pages 2, 18, 19, 20 
and 24 PLUS the text of the law inserted in proper position which 
was omitted from The National Underwriter. 


Widespread interest is being shown in these regulations and employers will appreci- 
ate getting copies. 


Order a supply today. 





THE NATIONAL UNDERWRITER 
PRICES 175 West Jackson Boulevard 
Chicago 4, Ill. 

1 to 24 copies, each. $0.20 ; : - ; _ 259 . 
es ; ee copies of “Pension ‘Trust Rules and Regulations” reprint 
OF CORRS ose cece MeO re ( ) Enclosed is check. 

i. ee eee 6.00 
; PEED io-v iene is J 0ern essen lees ereeaeannae 

100 copies .......... 10.00 
- ; ee eee ee ee ere re ee ee errr rr eT 

900 copies .......... 40.00 
1,000 copies .......... 70.00 PO OTTO COLT ETT TOT TeTT Ce eT CTOCER LTC Cay ee oe ee 
eT ee ee eT ee 
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H.R. Kendall 
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Service in Life Insurance 





About 2,000 field representatives and 
500 home office staff workers of Wash- 
ington National are joining in a 50-day 
observance in honor of H. R. Kendall, 
chairman of the board. He will have 
completed 50 years in the insurance 
business Sept. 23. The golden anni- 
versary celebration began July 19 and 
will continue through Sept. 15 under 
the slogan “50 Days of Production for 
50 Years of Service.” The 20 leading 
producers of ordinary life insurance dur- 
ing that period will be invited to the 
home office to receive special awards 
on Sept. 23. 

A rousing three-day conference at- 
tended by 55 managers of the industrial 
district offices was held in Chicago July 
13-15 at which time the 50-day effort 
was announced. These managers came 
from 46 states and the District of Co- 
lumbia. During the conference it was 
announced that the Washington Na- 
tional is entering a new field of insur- 
ance; monthly debit ordinary 1s now 
available to the entire industrial field 
organization and the representatives 
will concentrate on this new line during 
the celebration. 

Chairman Kendall has been at the 
helm of the Washington National since 
its organization. Prior to that he was 
one of the leading district managers for 
Prudential, having started as an agent 
in 1893. His successful career has been 
one of the most outstanding in the in- 
surance business. 


Six Famous Kendall Brothers 


H. R. Kendall is one of six brothers 
all of whom reached positions of promi- 
nence with the Prudential. A three-col- 
umn photograph of the six famous Ken- 
dall brothers appeared in the issue 0 
the New York “World” July 12, 1904. 
In the story the records of the six 
young men were outlined. Under the 
headline “Kendall Brothers Are Great 
Insurance Men,” the story began: “F rob- 
ably the most remarkable insurance 
family in the country is the_ Kendall 
brothers who, though born in Kentucky, 
belong to Indiana from an insurance 
standpoint. There are six of them and 
they are all employed by one ene a 
They .are known to the thousands oO 
employes of that company and to thou- 
sands of other insurance men to. whom 
their record has become known. 

Speaking of H. R. Kendall the story 
continues: “Harry R. Kendall is 27 
years old and has been with the com- 
pany nine years, rising from the posi- 
tion of agent at New Albany to that of 
superintendent at Terre Haute and 
Louisville. In 1900 at Louisville he led 
the whole country in the ordinary de- 
partment of insurance for his company. 
He is a 32nd degree Mason, a member 
of other orders, and of the Louisville 
Commercial Club. He was mainly re- 
sponsible for bringing his five brothers 


WANT ADS 


DISTRICT MANAGER WANTED 

One of the major Life Companies estab- 
lished in Colorado since 1868, has opening 
for District Agent at Pueblo (30 mi. from 
famous Royal Gorge) — Company has pen- 
sion plan — Offers exclusive franchise — 
Over $2,000,000 insurance in force in Pueblo 
County alone. Write giving qualifications 
to No. S-34, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 


























AVAILABLE 


Actuary over draft age with excellent qualifi- 
cations and experience, seeks an opening pre- 
senting greater opportunities than his present 
connection. Address S-21, The National Under- 
writer, 175 W. Jack Blvd., Chicago 4, Il. 














Like his 


into the Prudential employ. 


oldest brother he has 12 assistant super- 
intendents 
him.” 
Today as he completes half a century 
of service to the institution of insurance, 
Mr. Kendall is at the head of a financial 
with assets 


and over 50 agents under 


institution of more than 





H. R. KENDALL 


$53,000,000, and a premium income 
which in 1943 will exceed $16,000,000. 


Where the Kendalls Served 


All the Kendall brothers became 
Prudential superintendents except 
Claude P., who was at the home office 
of the company for 25 years. James 
S. Kendall, who is now retired and liv- 
ing in Los Angeles, was Prudential su- 
perintendent at Anderson, Ind., Chi- 
cago and Los Angeles. H. R. Kendall 
was the second oldest brother. He was 
superintendent at Louisville. Claude 
P. was treasurer of the Wash- 
ington National and died in April, 1942. 
Albert W. Kendall is still in the ranks 
of the Prudential being superintendent 
at South Bend, Ind. W. Kendall 
died in 1905, he being superintendent at 
New Albany, Ind. George R. Kendall, 


president Washington National, was 
Prudential superintendent at Steuben- 
ville, O. 


H. R. Kendall resigned as manager 
of the Prudential in Louisville in 1923 
and became connected with the Fidelity 
Life & Accident of that city when 
James F. Ramey, now executive vice- 
president of the Washington National, 
was secretary. Mr. Ramey had been 
Kentucky insurance commissioner. 
George R. Kendall was head of the 
Washington Life & Accident of Spring- 
field, Ill. The United States National 
of Chicago had been promoted by the 
old National Life, U.S.A. These three 
companies were merged in 1926 as the 
Washington National and then H. R. 
Kendall became connected with the 
consolidated company. 


Salary Stabilization Unit 
Rule on Life Insurance 


. WASHINGTON ~— Roepresenta- 

tive Walter C. Ploeser of St. Louis has 
received the following interpretation 
from the salary stabilization unit of the 
Treasury Department of its policy re- 
garding payment of life insurance pre- 
miums by employers for employes, with 
relation to the national stabilization pro- 
gram: 

“In connection with Section 1002.8 of 
the salary stabilization regulations, this 
office has ruled that an employer may 
not purchase life insurance for a small 
number of selected individuals. The 
number of employes for whom pre- 
miums on life insurance policies may be 








paid is determined by the nature of 
the business and the total number em- 
ployed. The number need not include 
all the employes in the business, but 
must include all employes in any de- 
partment in which any person to be 
insured is working. The type of in- 
surance referred to in that section is 
ordinary or whole life insurance. It is 
not necessary for an employer to obtain 
approval of this office for the payment 
of premiums of insurance on the lives 
of these employes if they meet the es- 
tablished requirements. However, the 
payment of premiums on any other life 
insurance must receive the prior ap- 
proval of this office. 

“This office has ruled administratively 
that the premiums paid on group hos- 
pital insurance did not constitute ‘sal- 
aries’ within the meaning of the act of 
Oct 2. 

“It is assumed that with respect to 
each employe, the premium paid would 
be includible in his gross income under 
the code, and would be deductible by 
wae employer under Secton 23-A of the 
code.” 


Ohio State Life Leaders 


Alfred C. Guay, Los Angeles general 
agent, Myron C. Gardner, city manager 
in Detroit, and Henry Stevens of the 
Toledo agency have been chosen mem- 
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Lamar Life Men 
Who Qualified in 
All Star Club 


Thirty-three field men of Lamar Life 
qualified for membership in the All Star 
Club during the contest period ending 
July 10. Since the All Star trips have 
had to be discontinued for the duration 
of the war, the winners have been 
awarded $100 war bonds. Of the 33 All 
Stars, nine doubled the qualifications 
and were awarded two bonds each. 

Twenty-nine All Stars are also mem- 
bers of the Consecutive Weekly Produc- 
tion Club—all of the double winners 
being consecutive weekly producers in 
the One or Two-App-A-Week Club. 

The Lamar Life operates in six south- 
ern states—Alabama, Arkansas, Louisi- 
ana, Mississippi, Tennessee and Texas, 








bers of the Ohio State Life Honor Club, 
in recognition of their large volume this 
year. Columbus, Cleveland and Pitts- 
burgh are the leading agencies for the 
year, and Mr. Guay, General Agent J. 
C. McFarland of Cincinnati and 
Thomas B. Morris of Columbus are the 
leading personal producers. 
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They Serve 
im Peace and in War! 











in War. 
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* Fighting men from The State Life Organiza- 
tion have pledged their lives in the cause of 
Freedom . . . The State Life owns $11,000,000 
in War Bonds and other U. S. Government 
securities . . . Payments to Policyowners and 
Beneficiaries total $140,000,000 . . . Life Insur- 


ance and The State Life serve in Peace and 
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Six Months Report 
of the Mutual Life 


Various Features of the 
Half Year’s Operations 
Are Shown 


The report of the Mutual Life of New 
York covering operations in the first 
half of 1943 shows that the war to date 
has had little effect on the over-all mor- 
tality rate. The report reveals that, be- 
cause of improved economic conditions, 
voluntary surrenders were 41% less 
than in the same period of last year; 
that claims under accidental deaths were 
one-third less; and that U. S. govern- 
ment bond holdings now represent 41% 
of the assets. 

The mortality ratio, including war 
death claims, was slightly higher than 
for the first half of 1942, but lower than 
for the corresponding periods of 1941 
and 1940. War death claims incurred 
from the date of Pearl Harbor to June 
30, have totaled $1,265,910 on 469 lives, 
including 124 cases of men reported 
“Missing in Action.” Such claims com- 
prised only about 1.7% of the total 
death claims paid in the same period. 

Reflecting the high level of war-time 
employment and wages, voluntary sur- 
renders during the first six months were 
41% less than in the first half of last 
year, while lapses and expiries showed 
a 12% reduction. 


Double Indemnity Claims 


Claims for double indemnity were 
34% less than in the same period of 
1942. This decline is due primarily to 
the reduction in automobile fatalities be- 
cause of reduced use of motor vehicles, 
and the lower speed of their operation. 

On June 30, holdings of U. S. gov- 
ernment securities totalled $663,700,000, 
an increase of more than $150,000,000 
over the same date a year ago. Gov- 
ernment holdings now constitute 55% of 
the securities portfolio, and 41% of its 
assets. 

Total benefits paid to policyholders 
and beneficiaries in the first half were 
$52,900,000, or $3,400,000 less than in 
the first half of 1942. The decline in 
benefit payments was due to a reduc- 
tion in the amount of insurance surren- 
dered. Death claims accounted for 
$24,300,000, while the balance of $28,- 
600,000, or 54% of the total, was paid to 
living policyholders. 

New life insurance during the first six 
months totalled $82,500,000. On June 
30, 1943, the company had $3,643,600,000 
of insurance in force, comprising ap- 
proximately 1,250,000 policies. In addi- 
tion, it had outstanding on the same 
date, 47,682 annuity, retirement income 
and supplementary contracts, providing 
life income, now or in the future, of 
$26,600,000 annually. 

The balance sheet as of June 30 
shows total assets of $1,618,686,901, an 
increase ot $31,200,000 in the first half 
of the year, and an increase of $51,500,- 
000 since June 30, 1942. 





Ecker Trophy Is Awarded 
to Manager Brave 





Alfred Brave, manager of the Clare- 
mont district in Baltimore, was the first 
winner of the new Frederick H. Ecker 
trophy of Metropolitan Life. This 
award was initiated by tthe Veterans 
Association in honor of Chairman Eck- 
ers 60th anniversary with the company, 
and will be presented to the district 
with the leading all around record over 
a five-year period. 

Mr. Brave was called into the home 
office and escorted into President L. A. 
Lincoln’s office by G. Hoyle Wright, 
superintendent of agencies Atlantic 
Coast territory. Later a luncheon was 
tendered Mr. Brave, at which Presi- 
dent Lincoln, Vice-presidents C. G. 


Taylor, Jr., and Cecil North and Mr. 
Wright complimented Mr. Brave and 
his staff on their splendid record. Pres- 
ident Lincoln made the presentation. 


With Company 18 Years 


Mr. Brave started as an agent with 
Metropolitan in 1925 in Baltimore; be- 
came assistant in 1927, manager of the 
Rutherford office 1931, and manager of 
his present district in 1933. Manager 
Brave has maintained his high stand- 
ard for 10 years as manager, and in the 
last five years there has been only one 
final in his district. 

The entire staff of the Claremont 
district later will be tendered a dinner 
by the company. 





Senior Nylics at Work 


In the New York Life there are more 
than 1,000 senior Nylics who under the 
terms of their contracts are receiving 
monthly senior Nylic income checks. 
However, as so many younger agents 
are in military service, a big percentage 
of the senior Nylics are putting in extra 
effort in production work. 


“Summer Care of the Victory Gar- 
den,” is the title of a film produced by 
the motion picture bureau of the Aetna 
Life companies and approved by the Na- 
tional Victory Garden Institute. 


Cancellation of 
Meetings Is Urged 


Director Eastman 
Declares Conventions 
Interfere with War Travel 


WASHINGTON — Renewal of the 
request of Joseph B. Eastman, director 
of ODT, for cancellation of conven- 
tions and similar group meetings, may 
have an effect on plans that are being 
made for such meetings and the request 
is being given careful consideration. 
Convention travel, Mr. Eastman said, is 
interfering with military and essential 
war business travel. The passenger 
transportation problem is now so seri- 
ous that even those organizations whose 
conventions would be devoted to mat- 
ters closely concerned with the war 
“might contribute more to the war ef- 
fort by cancelling their meetings.” 

“Conventions, even small conventions, 
produce concentrations of passenger 
traffic which severely impair the ability 
of the railroads and bus lines to provide 
adequate passenger service for military 
and essential war business travel. The 
passenger transportation problem is 


now so serious that I feel obliged to re- 
new and reiterate, in the strongest 
terms, my request for cancellation of all 
such gatherings.” 





Victory Garden Contest 


Employes and wives or husbands of 
employes of American United Life are 
participating in a victory garden con- 
test run by the farm loan division. 

Cash awards will be made to the em- 
ploye operating the largest garden in 
1943, the employe operating the largest 
garden located within the city limits, 
the feminine employe operating the 
largest garden. 

Awards will also be made to contest- 
ants obtaining outstanding results in 
connection with specific produce, such 
as the largest potato, head of cabbage, 
etc., and there will be awards for con- 
testants submitting the best can of to- 
matoes, the finest bottied catsup, the 
best canned chili sauce, etc. 





Leo T. Crowley, who has been ap- 
pointed by President Roosevelt to head 
the new Office of Economic Warfare, 
is a director of National Guardian Life, 
Madison, Wis. Mr. Crowley has for 
some time headed the Federal Deposit 
Insurance Corporation and the alien 
property custodian’s office. 
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has never declined. 


As shown in this example of the Company's advertis- 
ing, the copy this year features the Great-West Life 
He is shown as one well qualified to provide 
the protection which assures both Freedom from Want 


man. 


and Freedom from Fear. 


““ GREAT-WEST CIFE 


ASSURANCE COMPANY 


Business in Force over $720,000,000 
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“25 YEARS AGO HE BROUGHT 
US FREEDOM FROM WanwrT” 


Happy are the folks, now in the evening of life, who 
arranged years ago with a competent insurance adviser 
for the security they are enjoying today. 
wars and “depressions the value of their life insurance 
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HeNATIONAL UNDERWRITER 


Recruiting Activity Is 
Regarded as a“Must” Today 


With far fewer agents now being 
called for military service or being com- 
missioned in the armed services or leav- 
ing to take positions in war industries, a 
condition of stability may be said to 
exist today in the agency organization 
as a whole. Unless the drafting of men 
with children should take place more 
extensively than now appears will o- 
done and unless the army decides to 
ask for those in the age group 38-45 and 
unless there should be something in the 
nature of a labor draft, the companies 
and general agents are probably safe 
from further wholesale exodus of mem- 
bers of the selling organization. 

During the period of the heaviest ex- 
odus general agents were naturally in 
something of a funk and the experience 
was so disquieting to them that they 
could not have been expected to have 
engaged in effective recruiting. More- 
Over a great majority of those with 
whom they might have discussed the 
idea of entering upon a life insurance 
career were uncertain as to how their 
lives were to be governed by the for- 
tunes of war and were not able to make 


plans. Also life insurance sales were in 
a tailspin and while general agents 
might have been very optimistic as to 


opportunities would be a few 
months hence they were not able to 
cite encouraging current evidence. 

Today men at least think they know 
where they stand and what place they 
are to occupy in a war time economy. 
The period of shock is over. Adjust- 
ments have been made and the prospec- 
tive agent is likely to be in a more com- 
posed state of mind. Also the general 
agent can cite the very healthy current 
sales situation in the life insurance field. 
Classification Difficult 

Efforts have been made to classify the 
types of men who under present condi- 
tions might be available and receptive to 
the idea of a life insurance career. Most 
of those engaged in the recruiting effort, 
however, have come to the conclusion 
that such men cannot be classified; that 
the prospective life insurance agent 
turns up in unexpected places and that 
today as always success in recruiting 
comes from constant, conscientious ef- 
fort on the part of the general agent; 
that the general agent must expose him- 
self to activities that involve human re- 
lationships and be always looking for 
leads and making inquiries to put him 
on the track of prospective producers. 

Some general agents are pursuing the 
practice of discussing, not for today, but 


what the 


for some future time, probably after the 
war, the idea of entering the life insur- 
ance business with men in war indus- 


tries and even with officers and soldiers. 
This is a low pressure approach. The 
prospective agent is not being pressed 
to make an immediate decision but is 
merely given a plan for the future to 
ponder. Occasionally a man addressed 
in this wise in the course of the conver- 
sation will mention some acquaintance 
that might be a prospective agent today. 
In any event if the idea of the life in- 
surance future is implanted by a general 
agent day by day in the minds of enough 
men he will have a bank of prospects 
for future reference and that is a prac- 
tical sort of post war planning 


Many May Not Return 


Perhaps many general agents are 
counting on the return to their organiza- 
tion of good: salesmen who are now in 
military service or are in war indus- 
tries. As a matter of fact, the proba- 
bility is that many men so situated will 
not return to life insurance. Many may 
remain in uniform as it is antic ipated 
that the United States will maintain a 
heavy post war military organization. 
Others will have made associations that 
will lead them into other civilian pur- 
suits and it is folly for a general agent 
to stand by for the end of the war, ex- 
pecting then restoration of the status 


quo ante insofar as his selling organiza- 
tion is concerned. 

One of the companies tried an experi- 
ment in recruiting procedure that proved 
to be successful recently. It instructed 
each of nine district managers within a 
general region to produce by a certain 


date at least one candidate for an 
agency appointment; the prospective 
agent need not be signed up by that 


date but he must have been interviewed 
and be in a mood to give serious consid- 
eration to the idea. The district manag- 
ers hustled about and each one of them 
produced such a candidate. Then on a 
given date the candidates were brought 


into a centrally located city, with the 
district managers and other company 
representatives. Over the dinner table 


there was held a discussion of a life in- 
surance selling career. The candidates 
were encouraged to ask questions and 
as a result three of these men were 
placed under contract. The atmosphere 
of the meeting was congenial and the 
candidates seemed to derive satisfaction 
from being members of a group that 
were all considering the same decision. 

Despite the distortions caused by war 
it seems to be true that the recruiting 
technique that has been successul in the 
past is successful today if it is actually 
applied. 


W. H. Bittel Assistant 
Actuary in New Jersey 


W. Harold Bittel, formerly associ- 
ated with the consulting actuarial firm 
of Woodward, Ryan, Sharp & Davis, 


at New York, has assumed his duties as 
chief assistant actuary in the New Jer- 
sey department. He succeeds Daniel J. 
Lyons who resigned several months ago 
to become assistant actuary of Guardian 
Life. Mr. Bittel was graduated from 
the University of Michigan in 1926 and 
served several years as assistant actu- 


* * 


ay Frank lion All 
State Mutual Agents 





. W. Frank of the Caperton agency 
of State Mutual Life in Chicago has 
won the presidency 
of the President’s 
Club of that com- 
pany nationwide for 
the fiscal year end- 
ed June 30 with 
well over $1,000,000 
of paid business. 





“his gives Mr. 
Frank a long leg 
on qualifications for 
his third year in 
the Million Dollar 
Round Table of 
the National Asso- 
ciation of Life Un- R. W. Frank 
derwriters. He has 


been a qualifying member for each of 
the last two calendar years and if he 
again meets the requirements in 1943 


will become a life member. 

Mr. Frank had a large June paid total 
of $247,500 life and endowment business 
placed in State Mutual and led the com- 
in volume for that month as well. 


pany 
The total included no pension trust or 
annuity business. 

Ray Frank started writing life insur- 
ance while a student at University of 
Illinois. He prospected among fellow 


students and also townspeople at Cham- 
paign and following graduation became 
a district manager of Equitable Life of 
Iowa at Freeport, Ill. He left that com- 
pany 2% years later to join the State 
Mutual 14 years ago. For a number of 
years he was a leading agent of the 
Wiese agency in Chicago when R. J. 
Wiese was its general agent, then trans- 
ferred to the Caperton agency eight 
years ago. 


ary of Peoria Life before entering con- 
sulting work. He is a fellow of the 
Actuarial Society of America and of the 
American Institute of Actuaries. 


“Who Writes 
place that business. 
U nder writer. 


* 


What?” will help you 
$2.50 from National 





* * 


YOU ARE 72EE TO KNOW 


The Midland Mutual permits bene- 


ficiary to split proceeds. 


Suppose 


the insured wants to provide educa- 
tion for growing children and also 


give his wife the largest possible life 


income. To do this he may ask that 
proceeds be held at interest, giving 
his beneficiary the right to split such 


proceeds between two options. 
beneficiary may then place part 


The 


under Limited or Fixed Income 
Option, and the remainder under the 
Life Income Option for her own sup- 


port. 


We solicit your inquiry 
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Equitable Society's 
Employes’ Pensions 
Made Contractual 


NEW YORK—Equitable Society has 
put its pension plan for home office and 
branch office employes on a contractual 
basis along the lines of group annuity 


July 23, 








plans. The retirement benefits are on 
virtually the same scale as under the 
old basis and in addition there are 


benefits not previously granted. 

While the old basis was noncontribu- 
tory the new one calls for contribu- 
tions by participants toward the cost of 
benefits based on service after July 1, 
1943. The company has assumed the 
accrued liability for service up to that 
date and under the contract contributes 
a substantial share of the cost of cur- 
rent benefits, In addition during an 
initial period no employe contributions 
will be required on salaries or that part 
of salaries up to $3,000 a year. 


In addition to retirement pay fea- 
tures of the plan include granting of 
an increased income during the _ first 
two years after retirement as an aid to 
gradual accommodation from the full 
salary basis to reduced retirement in- 
come basis, the choice of optional 


disability benefits, the 
return of employes’ contributions in the 
event of death or on termination of 
service, and also additional rights on 
termination of service after certain pe- 
riods of service and attainment of speci- 
fied ages. Contributions and_ benefits 
set up by the social security act are 
taken into consideration under the plan, 


Sterling’s New Offices 

It was stated in the headline in a re- 
cent issue that Sterling of Chicago had 
purchased the property at 737 North 
Michigan avenue where it will have its 


forms of annuity, 



















home office. Sterling does not own the 
property. A syndicate in which some 
of the Sterling officials are interested 
bought the property and = Sterling is 
leasing office space. It will be known 
as Sterling building. 
LIVE FOR 
TODAY 
INSURE FOR 
TOMORROW 


The Midland Mutual Life Insurance Co. 


580 E. BROAD STREET 





COLUMBUS, OHIO 
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Metropolitan's Sole Pre-War 


Debit Woman Tells of Career 


NEW YORK—tThough Metropolitan 
Life has taken on close to 200 women 
agents as a result of the wartime man- 
power shortage, it has had at least one 
woman agent ever since the last war. 
For much of that time Miss Lillian 
Lilburn of Nyack, N. Y., was the one. 
For use in recruiting other women as 
agents Metropolitan has issued a book- 
let based on an interview with Miss 
Lilburn in which she tells something 
of what it takes for a woman to suc- 
ceed on the debit. She became an 
agent for Metropolitan in 1918, when, 
as now, the company recruited women 
agents because of a wartime shortage 
of male agents. 

Miss Lilburn says that her earnings 
compare very favorably with those of 
the average professional woman—unurse, 
teacher, or woman in an executive po- 
sition in business, and she feels that the 
income possibilities ought to make the 
business very attractive to competent 
women. 


Good Initial Income 


“Offhand, I can’t think of any busi- 
ness that,an inexperienced woman can 
enter which promises $30 to $40 a 
week from the beginning and offers op- 
portunity for substantial improvement 
as experience is acquired.” 

As to whether the work is_ hard, 
Miss Lilburn concedes that to a woman 
unaccustomed to work or to walking a 
great deal the work might seem very 
hard at first, but that in general the 
physical labor involved is no harder 


salesperson in a department store, or a 
teacher, who in addition to being on 
her feet all day probably has to cor- 
rect papers at least five nights a week. 

Miss Lilburn can see no reason why 
women should object to having a 
woman call on them in their homes, 
saying that her experience is that if a 
mother with three or four children 
under foot has not had time to tidy up 
the house before she calls, it does not 
embarrass the housewife at all, because 
she knows a woman will understand 
but that sometimes she will be embar- 
rassed if a man happens to come in 
just then. Miss Lilburn says that it is 
her experience that if a woman is in 
any trouble she will nine times out of 
10 take her troubles to another woman 
rather than to a man—eyven her hus- 
band. 

Miss Lilburn feels that the qualifica- 
tions for success for a woman on a 
debit are about the same as would be 
expected in a woman who is qualified 
for any work that carries responsibility. 

“First, and together, I would put 
down good health and intelligence,” she 
said. “Then willingness and ability to 
work. It is not a business for an idler 
—though I guess that’s not anything 
special about life insurance. Some busi- 
ness experience—particularly in selling 
—is a big help, though I wouldn’t con- 
sider it an absolute requirement. When 
I came to the Metropolitan myself, I 
had no business experience of any kind. 
I would add that a woman choosing 
our service should like to meet people 





than is required of a visiting nurse, a 


and work with people.” 





Yokes poy 
Simon Proposal 


L. C. Mersfelder of Oklahoma City, 
state manager of Kansas City Life, who 
has been in the business 30 years, has 
written to THe NATIONAL UNDERWRITER 
expressing opposition to the proposal of 
Leon Gilbert Simon of New York that 
a state license an agent to represent any 
licensed company. Mr. Simon’s pro- 
posal has stirred something of a con- 
troversy in the business. 

Mr. Mersfelder contends that the pro- 
gram advocated by Mr. Simon would 
destroy much of the progress that the 
agency system has made in the past 25 
years. He states that he understands 
the Simon proposal as requiring a state 
to license an agent for every licensed 
company; to require all companies in 
the state to accept business from any 
licensed agent; and to require payment 
ot a standard commission to all pro- 
ducers whether they be full time agents, 
part timers or independents. 

Mr. Mersfelder expresses the belief 
that the Simon arrangement would be 
only for the benefit of a few big pro- 
ducers who pick and choose among the 
contracts of the various companies. He 
States that the average agent selling av- 
erage policies to average prospects 
doesn’t have the time to make a de- 
tailed study of all the policies offered by 
all the companies. . 

Mr. Mersfelder expresses opposition 
to any scheme that would require com- 
panies to accept business from any 
agent. Companies should have the 
right to select their own representatives 
and to make their own contracts, he de- 
clared. 

. “Such a plan,” Mr. Mersfelder states, 
only tends to promote and propagate 
that class of fellows that have set them- 
selves up as ‘independent,’ ‘free lances,’ 
€xpert advisers,’ insurance  counsel- 
lors,’ etc. Some of these independents 
are no doubt doing good work but on 
the whole they are a cancer to the life 
insurance business and the life under- 
writing profession. 

. This idea of a fellow being too big 
for one company and wanting to set 


himself up as an independent so he can 
select the proper company for his 
clients is all hooey in my opinion, even 
though the public often falls for same. 
Any time a company or general agent 
accepts business from such an out of 
line fellow they are helping to under- 
mine the morale of their own faithful 
organization. For real service to pol- 
icyholders, company and the public, 
give me the salesman who has spent 
many years in the service of his com- 
pany and has a feeling of pride and sat- 
isfaction in his company and his re- 
newal and retirement provision. Those 
are the fellows that have done the most 
to build the life insurance business in 
America and the sooner the companies 
turn thumbs down on these expert in- 
dependents the better for all con- 
cerned.” 


Los Angeles Discussion 


In the publication, “The Key to Ad- 
vanced Life Underwriting,” published 
by the Los Angeles C. L. U. and edited 
by Henry E. Belden of Union Central 
Life, an interesting discussion of the 
controversy concerning the Simon pro- 
posal appears. 

The editor states that Mr. Simon is 
not entirely correct when he says the 
companies have a totalitarian grip on 
the field forces. Most agents know they 
can make brokerage arrangements with 
other companies. Many life agents are 
licensed for more than one company. 


Knockers Still at Hand 


On the other hand, according to the 
editor, James E. Rutherford, executive 
vice-president of the National Associa- 
tion of Life Underwriters, is mistaken 
in saying that “the knocker has disap- 
peared a long time ago.” According to 
the editor knocking has not disappeared. 
The worst offenders, the editor states, 
are those that try to sell a particular 
company rather than concentrating upon 
the ideas and purposes of life insurance. 

The editor expresses the belief that 
there is a need for both an agent closely 
supervised and allied with a particular 
company and for the professional type of 
agent “who puts the needs of his clients 
first and fills those needs with whatever 
the market has to afford.” Perhaps it 
might be well to allow the present sys- 


tem to remain for the “package sales- 
man” and adding a broker’s license by 
which the advanced agent of proven 
qualifications and ability may be en- 
titled to place the business in any com- 
pany. The broker’s license should be 
issued only after a rigid investigation 
and examination and payment of a sub- 
stantial fee, which should not be less 
than $50. 


G. D. Nicholl Los Angeles 
Manager of Manufacturers 


G. D. Nicholl has been appointed 
manager of Manufacturers Life in Los 
Angeles. He will fill the temporary 
vacancy due to the absence of Lieut. 
George N. Quigley, Jr., who for two 
years has been on active service with 
the United States navy. 

Born and educated in England, Mr. 
Nicholl served as an officer with the 
Royal Flying Corps in the former war. 
In 1922 he went to Shanghai as man- 
ager for a large casualty insurance 
company, and from 1932 to 1940 was 
manager in North China for Manufac- 
turers Life. 

While in 


Shanghai Mr. Nicholl was 


Lincoln National Life 


Survey Shows That 
Opportunities Are Wider 


A decided rise in the volume of life 


insurance sales this summer was pre- 
dicted by Lincoln National general 
agents in a recent survey. The basic 


reasons given for these increased oppor- 
tunities are put on the present economic 
situation. Chief among them are that 
higher wages and restricted spending 
have made more money available for 


life insurance investment, present war 
bond drives and government educa- 
tional material have made the public 


conscious of savings and thrift; and ex- 
panding business has created a need for 
credit and keyman protection. 


a member of the Shanghai Volunteer 
Corps, holding the rank of captain. In 
August 1940 he again offered his serv- 
ices to the British government and 
since that time he has been attached 
successively to the Royal Air Force, to 
the Ministry of Economic Warfare, and 
more recently to the foreign office in a 
temporary capacity. 











Coverage for Junior, Too! 


Of course you know plenty of Juniors .. . and 
we've got the stuff that sells. gj We helped to 
pioneer Juvenile insurance. We know whereof we 
speak. gp Coverage ages 0 to 15. Our payor 
clause is in effect throughout the premium paying 
period (or in a few exceptions to age 25.) gp Add 
our novel and effective sales aid—a scientific 
Height and Weight Chart that’s amazing in the 


help it can give you 
m® Nothing complicated 


in securing interviews. 
about it. Let us show you 


how to get results! Drop a line to Rolland E. 


Irish, president. 


UNION MUTUAL 


LIFE INSURANCE COMPANY 


Portland MAINE 


‘Home Office 
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debt which heretofore would have stag- 
gered the imagination of the most im- 
aginative. In addition to the debt bur- 
den a period of threatened unemploy- 
ment will face the country. Other do- 
mestic, economic and social problems 
will force this nation by necessity to 
play a more dominant role in interna- 
tional affairs. 


Secretary of the Navy Morgenthau 
wired the National Negro Insurance 
Association that he had learned with 
great satisfaction its patriotic action 
taken in launching a four freedom vic- 
tory war bond rally from Dec. 14 to 
Jan. 16. 


Work with Man Power Commission 


President Spaulding referred to the 
fact that the association arranged a hear- 
ing before the War Manpower Com- 
mission in February for the purpose of 
having life insurance classified as “es- 
sential to the national interest.” As a 
result of this hearing and at the request 
of the commission the special commit- 
tee representing the association pre- 
pared and filed on March 1 a brief set- 
ting forth (1) essential characteristics 
of the business, (2) occupational titles 
of positions which the committee felt 
should be given deferred classification 
supported by a job analysis, (3) the 
length of the training period required 
for replacements, It included five para- 
mount reasons why it believed life in- 
surance is essential to the national in- 
terest. 

President Spaulding said while it had 
not been successful in having life insur- 
ance placed on the list of activities es- 
sential to the national interest the organ- 
ization has reason to believe it was 
largely through the efforts of the co- 
ordinating committee of the Association 
of Life Insurance Presidents, American 
Life Convention, National Association 
of Life Underwriters, and National 
Negro Insurance Association that life 
insurance has been kept off the non- 
deferrable list. 


What Association Is Doing 


The president said that through its of- 
ficers and various committees the as- 
sociation has attempted to introduce, 
formulate and prosecute programs and 
policies which would enable its mem- 
bers to cope successfully with any situa- 
tion with which they might be con- 
fronted in the present war and post war 
world. In speaking of the work of some 
of the leading companies he said that 
39 of its members have over $474,200,- 
000 insurance in force, an increase for 
the year of approximately $53,000,000 
and have an income of over $24,500,000, 
increase of $3,100,000. They bought in 
1942 over $1,100,000 war bonds, more 
than $2,300,000 worth of other govern- 
ment bonds or a total of more than 
$4,200,000 of government bonds. The 
total bond purchase was about $5,400,- 
000. They made or purchased mort- 

gages in excess of $2,100,000. They paid 
policyholders more than $6,100,000 and 
gave employment to 3,629 persons. 

He expressed a hope that the mem- 
bers be ever on the alert in the antici- 


pation of probable vital changes, never 
minimizing too greatly the probable 
effects or over estimating their own 


strength and ability or under estimating 
probable adverse effects. He said that 
many of the problems arise from inade- 
quate consideration of present trends 
and failure to attach the proper impor- 
tance to those as factors with a definite 
bearing on the future. Adequate emer- 
— reserves should be carried, he 
Said, 


Membership in the Association 


This was the third time that the Na- 
tional Negro Insurance Association met 
in Chicago, its former conventions 
being in 1924 and 1933. The member- 
ship of the association consists of 55 or- 
ganizations, there being 44 companies 


and 11 local and state associations. Its 
39 leading companies show assets $3,- 
788,246, policy reserves $2,679,764, in- 


surance in force $47,422,628. They oper- 
ate in 28 states and have 9,629 full-time 
employes. 

A. M. Carter, comptroller of the Pil- 
erim Health & Life of Augusta, Ga., 
was elected treasurer during the year 
to succeed the late H. L. Street of 
Louisville. Two new members are the 
Superior Life of Detroit and the Secur- 
ity Life of Jackson, Miss. 

‘The convention will close Friday 
night this week at the Du Sable High 
School auditorium. W. Ellis Stewart, 
secretary Supreme Liberty Life of Chi- 
cago, will be master of ceremonies. 
Greetings will be extended by Mayor 


Kelly of Chicago. State Insurance Di- 
rector Paul F. Jones of Illinois will 
speak. The response will be made by 


President A. T. Spaulding of the asso- 
ciation. The main speaker will be Dr. 
Luis Wirth, professor of sociology, Uni- 
versity of Chicago, on “The Negro’s 
Stake in the Post War World.” He will 
be introduced by President William Nick- 
erson, of Golden State Mutual of Los 
Angeles. In connection with the meet- 
ing will be a bond and stamp sale stim- 
ulation rally to be handled by Major C. 
U. Turpin and W. W. Allen of the war 
savings staff, Treasury Department. 
*. L. Townes, vice-president and secre- 
tary of the Virginia Mutual Life of 
Richmond, will present the delegates. 





TERMINATIONS 





B. Nichols, assistant agency officer 
of Pilgrim Health & Life of Augusta, 
Ga., spoke on “Meeting the Problems of 
Termination Due to War, War Indus- 
tries and Their Outreaches.” He said 
the difference between successful agen- 
cies and unsuccessful is the difference be- 
tween leadership and being driven. Men 
who create fear rather than loyalty in 





Waawanyake 








In his letter to the commissioners of 
other states, protesting the decision 
of the National Association of Insur- 
ance Commissioners to hold its. mid- 
winter meeting in New York, rather 
than in a middle western city, Commis- 
sioner Erickson of North Dakota en- 
closed a photograph of himself in In- 
dian raiment as shown herewith. It 
was inscribed “Mrs. Erickson’s chief” 
and beneath the picture was _ printed 
“Oscar E. Erickson, Commissioner of 
Insurance WAAWANYAKE Protec- 
tor.” 


their are on the wrong 
track. 

Mr. Nichols said that in spite of the 
war time companies should strive to in- 
crease their volume. More people are 
making more money and the buying 
power has increased. It may be neces- 
sary at times to combine territory in or- 
der to bring about efficiency. Agents, he 
said, rightfully feel obligated to main- 
tain as high a degree of service to their 
clients as circumstances will permit in 
these war times. He believes in a prop- 
erly planned system which will back up 
the salesman’s efforts, to tell him where 
to sell, what to sell and how to sell. 

Mr. Nichols said today it is very essen- 
tial to streamline all office routine in 
order to offset in some measure the 
shortage of personnel and equipment. 


cies 


Take on Different Patterns 


Production efforts, he said, are taking 
on different patterns. Gasoline ration- 
ing has reduced the practical value of the 
automobile as a transportation medium. 
Calls on clients accordingly must be 
planned more carefully than ever. Soli- 
citing by telephone or letter is becoming 
the rule. Many policies formerly deliv- 
ered personally are now entrusted to the 
mails. Survey and analysis work is con- 
sidered quite as important as ever, in 
his opinion. The constantly changing 
conditions make careful review of in- 
surance needs very desirable. 

The problem of getting good agents 
is a difficult one. He said that women 
are taking over positions formerly held 
by men who have gone into the service. 
High school girls are engaged and 
trained on a part time basis in anticipa- 
tion of their early graduation when they 
will become full time employes. Many 
women employes who left to be married 
now welcome reemployment. Men over 
draft age and retired have frequently 
been found willing to resume their du- 
ties. In some agencies, he said, a so- 
called work manual has been found very 
helpful. In it are listed all office details 
or operations and the respective clerks 
responsible for such duties. 


Seven Points Ennumerated 


There are seven points that he men- 
tioned that he thinks should be consid- 


ered in successful war time selling. 
1. Satisfying new and old policyhold- 
ers’ needs. 


2. Maintaining a high sales morale. 

3. Selling one’s quota. 

4. Getting the more intelligent selling 
that is needed to meet war time condi- 
tions. 

Harnessing funds that are available 
6 : ause of priorities. 
. Converting sales 


thinking to new 


war time basis. 
Maintaining the size of agencies. 
He gives the answers to the seven 


points as follows: 
1. Go all out for service to policy- 
holders. 
2. Help guide and supervise salesmen. 
Educate the men on selling so that 
they may get their quotas. 
4. Build a bigger and better training 
peas am for salesmen. 
5. Educate salesmen and 
saving surplus funds available. 
6. In converting sales thinking from 
usual to war time basis start at the top 
of one’s agency and have the message 
carried to each salesman until he is thor- 
oughly trained. 
Assure the salesmen security, earn- 
ings and position through this unusual 
period. 


public on 





WOMEN AGENTS 


S. L. Belle, agency director of Pro- 
tective Industrial Life, Birmingham, 
Ala., at the agency seminar spoke on 
the “Opportunities for Women in Life 
Insurance under Present and Post-War 
Conditions.” He said that it had been 
the custom of most companies to em- 
ploy women in a temporary way, look- 
ing forward to the time when they could 
be replaced by men. He regards this as 
a mistake. And manpower problems, 
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Lincoln National’ Ss 
Quarterly Survey 
Shows Buying Trend 


Managers and executives led all other 
occupational groups in number of big 
life insurance "policies bought and in to- 
tal volume thus purchased during the 
second quarter of 1943, according to 
the Lincoln National Life quarterly sur- 
vey of buyers of life insurance policies 
of $10,000 or more. 

Listed according to number of poli- 
cies bought, the big buyer groups were: 
Managers and executives, individual pro- 
prietors, professional men, skilled work- 


1943 


ers, clerks, salesmen, farmers, students, 
housewives, teachers, and _ unskilled 
workers. 


There were twice as many large buy- 
ers in the manager and executive group 


as in the next highest classification. 
Managers, executives, individual pro- 
prietors, and professional men _ ac- 


counted for twice as many policies and 


a larger volume than all the other 
classes combined. In regard to total 
amounts purchased the groups ranked 


in the same order. 


Accidental Death Benefit 
Need Is Demonstrated 


The need for accidental death bene- 
fits for a man in military service, de- 
spite the exclusion of death due to par- 
ticipation in military activities, is aptly 
demonstrated in a claim paid by Mid- 
land Mutual Life. In September, 1940, 
the insured at age 26 purchased a 
$1,000 life policy with accidental death 
benefits. While stationed at Fort Dix, 
N. J., he went canoeing and _ was 
drowned, The beneficiary was paid 
$2,010. 





maintenance of huge armies and _ the 
production of consumer goods for civil- 
ian population have forced women into 
industrial thresholds. The Negro 
woman, he said, is) a newcomer on the 
American industrial scene. The desire 
for careers was very evident among 
Negro women during the ’20’s, he added. 
Frustration appear at the heels of many 
during the ’30’s. During the ’40’s many 
women were looking beyond the cook 
kitchen for careers. Life insurance 
should be the first to offer permanent 
and dignified employment for Negro 
women who have proved themselves 
capable, in his opinion. Women should 
be encouraged to enter the fleld of life 
insurance not merely to work for prizes, 
nor to build a debit but to enter the 
business as a career. He referred to 
Mrs. Bethune who earned $1.50 in sell- 
ing life insurance in her early years and 
later on founded the Bethune-Cookman 
College. He said that she had done 
more for the training of Negro boys and 
girls than any other woman in the land. 
Negro women in years past, he said, 
have been employed largely as domes- 
tics for personal service, and teachers. 
There remain a reservoir that has been 
left untapped and that is life insurance. 

Negro companies, he said, have lost a 
number of trained and experienced 
salesmen and the proper way to build 
up the ranks he said is to train women 
for the job. 

Mr. Belle said that Negro women 
have done wonderful work during the 
war period. They have been trained in 
defense classes, nurses aid, worked in 
various communities on voluntary com- 
mittees. They joined the Red Cross. 
They streamed into defense classes and 
now are holding responsible positions. 
The speaker said that life insurance 
offers the opportunity for women to 
carry it in force to a higher level. Life 
insurance companies he said should give 
more employment to Negroes. 


Missouri Passes Guertin Bill 


Both houses of the Missouri legisla- 
ture have now passed the Guertin bill 
and it is now before the governor. 
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Institute, N. A. L. U. 
Discuss Cooperation 
on Future Plans 


NEW YORK—A committee of the 
National Association of Life Under- 
writers held an all-day session with 
board members of the Institute of Life 
Insurance here to discuss the past and 
future ig ee of the institute as they 
affect the field force, including past ad- 
vertising programs and consideration of 
future plans. The cooperative results 
which developed from the meeting point 
to similar conferences in the future. 

The N.A.L.U. contingent included 
Sidney Wertimer, Prudential, Buffalo, 
committee chairman; William H. An- 
drews, IJr., Jefferson Standard, Greens- 
boro, N.A.L.U. secretary; Clancy D. 
Connell, Provident Mutual, New York 
City; Herbert A. Hedges, Equitable of 
Iowa, Kansas City, N.A.L.U. vice-presi- 
dent; Clifford H. Orr, National of Ver- 
mont, Philadelphia; John A. Wither- 
spoon, John Hancock, Nashville, imme- 
diate past president; Walter E. Barton, 
Union Central, New York City; Wilbur 
W. Hartshorn, Metropolitan, Hartford; 
James E. Rutherford, executive vice- 











x THREE MUTUAL LIFE 


OF N. Y. MANAGERS ARE 
MAKING A VERY INTEREST- 
ING USE OF “THE R & R 
i 


a C. J. FREY AT ERIE, 

I. NEIDERER AT HAR- 
RISB URG, AND R. F. LAW- 
TON AT NEW ORLEANS, 
we send each month a sufficient 
number of unbound copies of 
“The R & R Magazine” for 
agency distribution. 


THEN EACH OF THE MAN. a 
AGERS prepares and adds a 
four-page cover which gives the 
current news of the agency, 
standings, announcements and so 
on. 


THE RESULT is a very im- 
pressive agency mailing, the 
sixteen inside pages of the mag- 
azine crammed with sales guid- 
ance and sound inspiration plus 
the four pages of purely agency 
material—certainly a monthly 
mailing which builds agency 
prestige. 

% * * 
IMPRESSIVE, but not expen- 
sive: The plan recommends it- 
self not only to the established 
agency, but also to the agency 
attempting to make itself known 
in new territory. We will be glad 
to send samples and quote prices, 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 








INDIANAPOLIS 


RESEARCH & REVIEW SERVICE 





Facts All Life Men 
Should Keep in Mind 


Estimated number of policy- 
holders in American legal reserve 
companies, Jan. 1, 1948, 67 mil- 
lions. 

Total life insurance in force in 
American companies, Jan. 1, 1943, 
130 billions. An increase of over 
5 billions for 1942. 

Total payments to policyholders 
in 1942 by American companies, 2 
billion, 370 millions. 





president, New York City, and Wilfrid 
FE. Jones, executive secretary. 

President G. S. Nollen, Bankers Life 
of Iowa; chairman of the Institute’s 
board of directors, was chairman of the 
meeting. President Holgar J. Johnson 
reviewed the institute’s work in the past 
five years. Other institute directors 


present were President O. J. Arnold, 
Northwestern National; C. A. Craig, 
chairman National Life & Accident; 
Laurence F. Lee, president Occidental 
Life, N. C.; T. A. Phillips, president 
Minnesota Mutual Life, and Julian 


Price, president Jefferson Standard. 





Aid in Waste Fat Campaign 


In response to an appeal by the Waste 
Fat Saving Committee, the life insur- 
ance industry is placing its influence be- 
hind the drive to salvage left-over cook- 
ing fats to be converted into glycerine 
for use in making gunpow der, dynamite, 
and other war munitions. Sixty- four 
companies are taking part in this activ- 
ity by urging policyholders to save 
waste kitchen fats and take them to 
their meat dealers. 

Both ordinary and industrial com- 
panies are participating, the latter tying 
in a thrift message addressed to the 
wives of wage earners. The channels 
used include company magazines, house 
organs, radio talks, premium notice 
stuffers, and printed folders. An out- 
standing example is the publication of 
an article on Waste Fat Saving by Pru- 
dential. It will appear in the next issue 
of the “Prudential Magazine,” which has 
a circulation of 3,500,000 copies. 

Metropolitan has inserted a fat salvage 
message in a special booklet on foods. 
One million copies are being printed. 


Agree on 5% Regulations 

WASHINGTON—The internal rev- 
enue bureau and National War Labor 
Board have approved regulations cover- 
ing application of the principle under 
which employers may pay insurance 
premiums on employes up to 5% of sal- 
aries without violating the national sta- 
ilization policy. However, the regula- 
tions have not yet been approved by the 
agricultural department, which has jur- 
isdiction over questions involving agri- 
cutural labor. 


New National Life Director 

National Life of Vermont has elected 
John R. McLane, senior member of the 
law firm of McLane, Davis & Carleton, 
Manchester, N. H., a director to suc- 
ceed the late F. C. Partridge. He is a 
native of New Hampshire and is a grad- 
uate of Dartmouth, Oxford University, 
where he was a Rhodes scholar, and 
Harvard, where he received his law de- 
gree. He is a director of the Boston & 
Maine railroad. 








WANTED 


General Agent in North, Central and 
Southern Indiana by an Eastern Life Ins. 
Company, catering to rural and city 
clients. Splendid rural prospect leads 
available. If you have a proven record 
of production and general agent's quali- 
fications, write us full details. Addresg 
S-33, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Il. 











Research Bureau 
6 Months Figures 


Total ordinary sales in June for all 
companies in the United States are esti- 
mated at $632,597,000 by the Sales Re- 
search Bureau, 30% above 1942. The 
mountain states led with 59% increase, 
followed by west south contral states 
with 45% increase. 

For the half year, ordinary sales were 

$3,498,645,000, a decrease of 5%. The 
pairs states were the only section to 
show a gain over last year with 10% 
increase. New England had the poorest 
six months’ showing with 9% increase. 

Figures showing June increase and 
six month decrease are, for leading 
cities: Boston, 19% and 14%; Chicago, 
24 and 6; Cleveland, 12 and 7; Detroit, 
28 and 5; Los Angeles, 26 and 7; New 
York, 38 and 14; Philadelphia, 9 and 7, 
and St. Louis, 3 (decrease) and 21. 


N.A.L.U. Nominations Chief 

Outlines Procedure for 

Presentation of Candidates 
NEW Edwin W. Baker, 


chairman N.A.L.U. committee on nom- 
inations, has issued an official bulletin 
regarding candidates proposed for office 
in the National association, containing 
certain campaign suggestions. The com- 
mittee hopes to discourage expensive 
and elaborate campaigns and will regard 








the endorsement of a candidate’s local 
and state associations as sufficient. The 
resolutions should set forth fully the 


reasons why the endorsers feel a candi- 
date should be selected. The committee 
hopes that candidates will refrain from 
distributing literature at convention ses- 
sions during convention week. 
he trustees at the mid- -year meeting 

recommended that the national council 
at its election session, which will be held 
Thursday, Sept. 16, extend to all can- 
didates the privilege of one nominating 
speech not exceeding three minutes and 
seconding speeches totaling not more 
than two minutes. The committee will 
propose adoption of such a rule at the 
opening of the election session. 

Endorsement blanks for use in recom- 
mending candidates for nomination, 
providing for complete information, 
have been sent to all state and local as- 
sociations. When completed they should 
be mailed with official endorsements by 
the local and state associations to Ed- 
win W. Baker, 527 Starks building, 
Louisville. 


Seven-Minute Office Talk 
with an Employed Woman 


H. E. Pfeffer of the Ben Hyde 
agency of Penn Mutual in New York 
City tells his plan for getting a seven- 
minute office talk with an employed 
woman. He says: 

“Increased employment of women has 
resulted in my paying greater attention 
to female employes in my salary sav- 
ings effort. 

“I find it produces an increased num- 
ber of insurance prospects because: 

‘1. The majority have very little, if 
any, insurance. 

“2. They can spare the money for in- 
surance because of lesser responsibli- 
ties. 

“3. The younger female employes are, 
perhaps, more interested in saving than 
are the younger men. 

“4. Through female employes con- 
tacts are frequently made with all other 
members of the families and this results 
in insurance sales to many other mem- 
bers of the families. 

“T try to arrange with the supervisors 
for individual talks with each girl. This 
talk is conducted right in the office 
where the girl works. The time con- 
sumed for this talk averages seven min- 
utes and the sole purpose is to make an 
appointment for some time during the 
following three days for the girl to 
bring in the family policies for analysis. 
Needs are developed at that time and 
sale made if possible.” 
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Getting Irritants Out of Organizations 


The head of one of the great agency 
organizations of the country makes it a 
point to have all complaints come to his 
desk. He wants to know if there is any 
criticism from his office or from policy- 
anyone that has any 
He 
accusation against 
he aims to keep 
think they 
have some sugges: 
not want some 


His 


holders or, in fact, 
relationship with his organization. 
to know 
In this 
with 


desires 
himself. 


any 
way 
in touch those who 
have a grievance or 
tion to make. He 


to handle such items. 


does 


subordinate 


own opinion is that the organization 
that can eliminate as far as possible ir- 
ritants and create good will and good 


feeling has an asset of extreme value. 
He even studies his office equipment 
to 
working conditions more 
to avoid 
desks, 
the 
does not want any 
In reaching decisions he 
to 
remarks that while h 


and arrangements what can be 


to make 
and 


see 
done 
criticism. For 
equipment 


congenial 


instance, the office 
and furniture 


just alike. He 


are 
jeal- 
to 
antagonize. He 
e is the head 
200 others 


of private offices 


ousy. aims 


conciliate and not 


aptly 


ot his organization there are 


working with him and if he scents what 
he feels is legitimate and sensible oppo- 
sition he sits up and takes notice. He be- 
lieves in procedure. His 
policy is to give and take, to compro- 
mise and conciliate, keep his associ- 
ates and employes in a satisfied frame of 
mind. 

He studies details He 
aims to avoid friction at every possible 
trouble mak- 


harmonious 


of his office. 

He has no use for 
He endeavors 
his personnel to make constructive sug- 
He puts a high value on of- 


point. 
ers. to encourage all 
gestions. 
fice esprit de corps. 

He the having 
working conditions as nearly perfect as 


sees advantage of 
possible because people spend a number 
of hours a day in that relationship. The 
spirit of such an office is admirable. One 
can feel the atmosphere as soon as he en- 
ters it. 

In our opinion it will pay heads of 
offices to give far more attention to 
these very questions that this agency 
manager considers and wants to have 
come to his own desk. He considers any 
irritant a bad office advertiser. 


Patriotism and the Periodicals 


The at Wash- 
ington requested all magazines in July 


reasury department 


1 their front covers a cut of 


to display o1 
This was followed not only by 


the flag 
the lar periodicals enjoying second 
but many of the 


and class papers followed 


regul 


- —" 
Class Mall privileges 


organs 


house 


the suggestion. That accounts for the 
colorful covers that one sees this month. 
Last year a similar request was made 
and the response was prompt and en- 
thusiastic. The publications are glad to 
cooperate with the Treasury in a dem- 
onstration of patriotism. 


Making Haste Slowly 


Ranging from the objective to the 
apoplectic, the advocates of change are 
always with us. Some are within the 
business though the more outspoken 
and impatient ones are usually outside. 
They are desirable and necessary, for 
uncomfortable though they may be 


} 


cause a lot of people to think who 


they 
otherwise might successfully avoid the 
ffort. But there is no need for the 
conscientious, progressive insurance 
man to feel downcast because insurance 
seems to be a type of business that 
moves with sometimes regrettable slow- 
ness toward some obviously desirable 
goals. 

In spite of what critics proclaim 
about the merits of the particular im- 
provements they are beating the drum 


for, does the general public really want 
the insurance business souped_ up, 
streamlined, putting on a great show, 


but inevitably creating doubts as to its 


conservatism? Most people look on in- 
surance as a fiduciary institution and if 
they had to make a choice they would 
rather have it run by stodgy conserva- 
tives than by innovating geniuses. Henry 
Ford went broke twice before he hit 
on the successful formula. This is a 
good way to develop a budding industry 
but when an insurance company goes 
broke a lot of people get hurt. 

Until there is developed a breed of 
supermen can be depended upon 
to move swiftly in the right directions 
and never in the wrong ones, the pub- 
lic will be better pleased if all changes 
are made after due deliberation. Critics 
may grumble but after all the first 
requisite of insurance is that it be sure. 
Just let the word get around that the 
management of a certain company 
extremely brilliant and forward-looking, 
much that all of amazing 
and novel innovations can be expected 


who 


is 


so so sorts 


of it, and there would probably be dif- 
in convincing the buyers that it 

little flighty. They 
interested in the inno- 
of with 


ficulty 
not also a 
would be much 
vation—though 
as the guinea pigs. 

A degree of resistance to change, ex- 


Was 


course others 
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asperating though it may seem at | 
times, is probably not only inevitable jn | 
insurance but desirable as well. 
hold fairly unconventional 
many but 
in 
the insurance he buys. 


A man 

views 
usually 
outlook on 


nay 


about things he is 


pretty conservative his 


PERSONAL SIDE OF THE BUSINESS 





Isadore Samuels, New England Mu- 
tual general agent in Denver, who is 
chairman of the first aid committee of 
the Denver Red Cross, was featured re- 
cently when he presented certificates of 
merit to first aid instructors in the city. 

L. V. Drury, Philadelphia manager of 
the Sun Life of Canada, celebrated his 
25th wedding anniversary July 17. 

William J. Nenner, superintendent of 
agencies of Penn Mutual Life, was a 
passenger on the City of Los Angeles 
streamliner which crashed head on with 
a freight train at Carp, Nev. The acci- 
dent occurred in early morning, causing 
30 hours delay and badly wrecking the 
Diesel engine but Mr. Nenner was not 
injured. 

He was returning 
Coast following an agency trip there 
and throughout the middle western 
states. He spent several days with gen- 
eral agents in Chicago. 

Agents of Republic National Life 
honored President T. P. Beasley in 
June, his birth month, in a “President's 
month” drive that produced $1,109,424 
of business, whereas they had pledged 
only $1,000,000. Mr. Beasley, an active 
churchman, deacon and chairman of the 
stewardship committee of his church, re- 
cently was elected governor of district 
14 of the Laymen’s League of Texas 
Christian churches. 

Charles M. Stewart, general agent of 
Bankers Life of Nebraska, turned in 
$237,000 of personal production in May, 


from the Pacific 


a record for the company. Mr. Stew- 
art does most of his business among 
farmers, and has operated in the same 
territory for 29 years. 

Roderick Pirnie, general agent of 
Massachusetts Mutual Life, has been 


appointed executive manager of the War 
Finance Committee for Rhode Island 
to manage the Victory Loan drive 
there. For 18 months he has been state 
administrator of the war savings staff. 

Edward M. O’Connor, chief super- 
visor of the life accounting division of 
Travelers, was given a wrist watch and 
other presents in celebration of his com- 
pletion of 25 years with the company. 
He took cashier’s training when first 
employed by Travelers, and after assign- 
ments in the Hartford and Detroit 
branches was transferred to the home 
office life accounting division. 

Arthur M. Collens, president of 
Phoenix Mutual Life, was awarded the 
Hotchkiss Plaque for 1943 at_a presen- 
tation dinner in New York City. The 
honor is awarded annually by the 
Alumni Association of Hotchkiss 
School, Lakeville, Conn., to “an alum- 
nus, who through personal achievement 
has brought distinction and honor to 
himself and the school.” Mr. Collens 
was a member of the class of 1899. 

Miss Martha Cotton, advertising sec- 
retary at the head office of Common- 
wealth Life of Louisville, is leaving her 


position and will retire from business, 
She will be married the latter part of 
this month to Capt. Julian Luber, a 
Louisville man who is now stationed 
at Washington, D. The Lubers will 
reside at 3908 Elbert Ave., Alexandria, 
Va. Miss Cotton became widely known 
in her specialty and is highly esteemed, 


Elma Easley, Oregon women’s unit 


of California-Western States Life, has 
received — notifi- 
cation of her 


qualification for 
the | Women's 
Quarter Million 
Dollar Round 
Table, which 
will hold its 
conference Sept. 
12-16 in  Pitts- 
burgh. Mrs. 
Easley distin- 
guished — herself 
recently by win- 
ning the com- 
pany - wide 
“agent of the 
month” designa- 
tion, the second 
time within five 
months, and scoring double qualifica- 
tion in the company’s leading producers 
organization, El Capitan Club. 

Edgar W. Perkins of Minneapolis, 
called for induction into the army this 
month, determined to make his_ last 
month as a life insurance producer one 
to remember. He has set his goal for 
July at $80,000 and expects to reach 
that total. He is district manager for 
central Minnesota of the Ray E. Haber- 
mann agency of Northwestern National 
Life, and has been one of the agency's 
large producers. 

Ira A. Travis, general agent of Life 
of Virginia, has been elected presideat 
of the San Antonio junior chamber ol 


DEATHS 


John F. Shanley, 60, agent of E quit. 





Elma Easley 














able Society in Newark, died at his 
home in Orange, N. J. He was a grad- 
uate of Cornell University and was 


president of the Essex & Hudson Land 
Improvement Co. of Newark and sect- 
retary of Fairlie & Wilson Coal Co. 
John C. Peasley, president of Bank- 
ers Mutual Life of Freeport, Ill., who 
died the other day at a hospital in his 


city at the age of 72, was born at 
Downs, near Bloomington, Ill. He at: 


tended Normal School at Normal, Ill, 
and was engaged with his brother in 
business at Bloomington for a few 
years. He started in the insurance busi- 
ness in 1900 as an agent for Bankers 
Life of Des Moines, then in 1909 went 
to Freeport as a representative of Bank 
ers Mutual. He later became secretaty 
of the company and in 1931 was elected 
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able in Peas sley, who was an official of Bankers ton; Otis Sullivan, Phoenix, Ariz.; 
A man Mutual, died in 1941. Walter Albachten, Detroit; Malcolm e 

views John G. Pelton, 75, for many years White, Oklahoma City, and Dave Kohn, 
usw agency director of the Montreal and Miami. 

rs y Ottawa branches of New York Life, ee, 
Ik O . . Pcie ia sa ‘ e 

n died in Vancouver. Three-State Rally in Lincoln 


Charles H. Spinney, 69, for many 
7 years manager of the Quincy, Mass., 
office of John Hancock Mutual Life, 
died in his home in Kingston, Mass. He 

retired seven years ago. 
— Charles Francis Adams, 81, chairman 
of the board of Oregon Mutual Life 


Twelve general agents of Farmers 
& Bankers Life from Iowa, Minnesota 
and Nebraska attended an all-day con- 
ference in Lincoln, with Vice-president 
Frank B. Jacobshagen in charge. 
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eemed, treasurer : 1 on — president in 1927 lard, agency organizer in Erie, Pa. 

Suni Robert A. Engler, agency secretary : ; 4 P ‘ ? 

re a of Columbus Mutual Life died in : Newly-appointed members of the managers’ advisory committee of Mutual Life for oe nn == 


hospital in Columbus. He had been the coming year conferred with J. Roger Hall, vice-president and manager of agen- 
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N. C.; Julian S. Myrick, second vice-president, and B. F. Granquist, agency assistant. John, Papenhausen, who has _ joined 

. . he + [ 26 o cency at! ] 
Members of the outgoing committee also attended. the Arda C. Bowser y- of National 
ee : s . ife in Chicago as 


brokerage man - 
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years experience in 
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759, total in force $195,595,236, net gain being $39,856,533. 
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ASSETS, 221 MILLION DOLLARS 
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1, Res (he Pan-American Life’s semi-annual 
Bditor financial statement shows substantial in- 
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the Argonne, and after the armistice 
was in Germany for some time with the 
army of occupation. 





LARGER POLICIES IN EVIDENCE 


Some offices in Chicago have noticed 
during the last three or four weeks there 
have been some fairly good sized appli- 
cations received—$100,000 to $150,000. 
These are chiefly from executives in 
war effort work of some kind where 
their concerns are making very good 
money. The larger policies have been 
few and far between for a long while 
outside of the pension trust applications. 
Pension trust business has probably 
reached its peak. Since the full rules 
and regulations were received last week 
experts have been going over them care- 
fully. 








WORK IN THE OUTSKIRTS 

Some of the Chicago agents have 
found it desirable to work in the out- 
skirts of the city or in the suburban 
areas. They find that business and pro- 
fessional men in these localities have not 
been solicited as intensively as those in 
the downtown district and in fact within 
five miles of the central business area. 
Some business and corporation insur- 
ance has been written and in some parts 
salary savings franchises have been 
secured. 


COMPANY MEN 


Three Officials Advanced 
by Northwestern Mutual 


Northwestern Mutual Life has ap- 
pointed Paul Frazer and William C. 
McCarter as assistant actuaries under 
Percy H. Evans, vice-president and ac- 
tuary, and Charles Holley as assistant 
superintendent of new business issue 
under J. N. Lochemes, superintendent 
of that department. 

Mr. Frazer has been with Northwest- 














Jefferson Standard 
Conservation Manager 








CARLYLE WOOTEN 


Jefferson Standard Life has promoted 
Carlyle Wooten to conservation man- 
ager. He was formerly cashier at Char- 
lotte, N. C. 

Mr. Wooten attended State College, 
Raleigh, N. C. He became associated 
with Jefferson Standard in 1927. Since 
that time, he has served as cashier in 
various branch offices. 

He has made a record in the con- 
servation field, and for 1939 and 1940, 
while cashier at Charlotte, that office 
was awarded conservation cup for hav- 
ing attained the highest record among 
all offices in the renewal of business. 
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ern Mutual since 1928 and has been 
supervisor of the change risk division 
since 1939. Mr. McCarter went to the 
home office in 1933 and has been su- 
pervisor of the mathematical depart- 
ment. Both are fellows of the Ameri- 
can Institute of Actuaries and Actuarial 
Society of America. 

Mr. Hooley was in the secretarial de- 
partment from 1923 until early last 
year, when he went with the new busi- 
business issue department established 
by the merger of several divisions of 
the secretarial and medical departments. 


Lawton Goes to Home 
Office of Aetna Life 


Aetna Life has appointed G. Albert 
Lawton agency assistant, effective Sept. 
1. He goes to the home office from 
Cleveland, where he has been agency 
supervisor for G. B. Chapman & Co. 
for the past year. 

A native of Dorchester, Mass., he 


was educated at Notre Dame. After 
graduation in 1935 he became assistant 
statistician in the Cleveland office of 
Hornblower & Weeks, stock brokers, 
later joining Lawrence Cook & Co. as 
statistician. 

He entered life insurance selling in 
January, 1939, with the Chapman or- 
ganization. In 1941 he was made 
agency supervisor. His duties included 
recruiting and training salesmen. 

As agency assistant, Mr. Lawton will 
be active in developing and improving 
sales plans. He will make frequent 
trips in the field. He will also be an 
instructor in the home office life in- 
surance school. 


New Wis. National Medical Chief 


Dr. J. M. Hogan has been named 
medical director of Wisconsin National 
Life to succeed the late Dr. J. M. Con- 
ley. George P. Nevitt of the Nevitt 
Agency, Oshkosh, has been elected a 
director to fill the vacancy caused by 
the death of Dr. Conley. 
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Minnesota Organizes First 
Regional Under New Plan 


MINNEAPOLIS —The Tri-County 
Life Underwriters Association with 
membership in Austin, Owatonna and 
Albert Lea, has been organized with E. 
Ray Cory, Northwestern Mutual, Au- 
stin, as president. This is the first step 
in the Minnesota association’s effort to 
organize areas outside the Twin Cities 
and Duluth. 

Paul Dunnavan, Canada Life, trustee 
of the National association, has been 
much concerned at the lack of local 
boards in Minnesota. Only a few towns 
in southern Minnesota have organized 
boards and their membership has been 
too small to do much good 

At the annual meeting of the Minne- 
sota association, Mr. Dunnavan told the 
members that if the underwriters ex- 
pect to accomplish anything in the fu- 
ture, especially in the way of legisla- 
tion they would have to get better 
organized outside the large centers. In- 
stead of a few small local associations, 
he suggested that agents in two or three 
adjacent towns get together and form 
regionals, inviting all the agents in that 
area to join. By so doing, he argued, 
they would develop locals that would 
acconiplish some good. 





Chicago Committee Heads 
Are Appointed 


Committee chairmen have been ap- 
pointed by President Louis Behr of the 
Chicago Association of Life Underwrit- 
ers. J. H. Brennan, immediate past 
president, becomes executive commit- 
tee chairman and also heads the legis- 
lative committee. 

Committee heads to work with J. D. 
Moynahan, Metropolitan, first vice- 
president are: Advertising, public rela- 
tions and publicity, A. R. Houle, Mas- 
sachusetts Mutual; bulletin, Lorraine 


Sinton, Mutual Benefit; business prac- 
tice, J. S. Fredrickson, New York Life; 
by-laws, C. E. Smith, Northwestern 
Mutual; community fund, E. C. Hoy, 
Sun Life of Canada; finance, Elmer 
Grandson, Union Central; membership, 
J. M. Royer, Penn Mutual, (R. W. De 
Pau, Jr., Prudential; F. P. Clish, John 
Hancock; Woolf Guon, Metropolitan, 
and Earl M. Schwemm, Great-West 
Life, vice-chairmen); national conven- 
tion attendance, Mr. Moynahan; recep- 
tion, Viggo E. Jensen, Northwestern 
National, war activities, George Huth, 
Provident Mutual. 

Committees to work with G. L. 
Grimm, New England Mutual, second 
vice- -president, are: Advisory council, 
Mr. Grimm; agents’ compensation, R. 
C. Whitney, ‘Connecticut Mutual, (H. T. 
Wright, Equitable Society; H. K. Nic- 
kell, Connecticut General, and C. F. 
Axelson, Northwestern Mutual, vice- 
chairmen); cooperation with attorneys 
credit men and C.P.A.’s, trust companies 
and Association of Commerce, G. 
Vermillion, Mutual, N. Y.; military 
service, H. N. Kerr, Travelers; educa- 
tional, R. W. Frank, State Mutual; 
library, E. M. Berger, Prudential; 
movie, C. P. Spahn, Equitable Life of 
Iowa; program, George Huth, Provi- 
dent Mutual; regional meetings, F. P. 
Clish, John Hancock, and P. J. Mc- 
Namara, Metropolitan, co-chairman; 
sales congress, R. R. Reno, Jr., Equi- 
table Society; speakers bureau, Richard 
Frasier, Great-West Life. 


To Build Up Smaller N. J. Groups 


NEWARK—Due to the fact that 
many of the members of the smaller life 
underwriters associations throughout 
New Jersey have been called into serv- 
ice, the New Jersey Association of Life 
Underwriters, of which Carlton W. Cox 
is president, plans to start a member- 
ship campaign to build up these asso- 
ciations. 

The same action will be taken by the 
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Life Underwriters Association of North- 
ern New Jersey, which also has suffered 
from loss of membership. Plans will 
be made and carried out immediately. 


On Pa. Executive Committee 


When the new officers and execu- 
tive committee of the Pennsylvania 
State Association of Life Underwriters 
met at Harrisburg, President A. C. F. 
Finkbiner appointed two new members 
of the executive committee, Charles H. 
Smith, Penn Mutual, Philadelphia, and 


Denver Wharton, Equitable Society, 
Cresson. The report of the budget com- 
mittee made by Chairman William 


Cummins was adopted. 





Utiea, N. Y¥.—New officers elected by 
the directors are: President: D. Maynard 
Thomas; vice-president, John H. Russel; 
secretary-treasurer, Miss Florence A, 
Dimon. 

Montreal—Rene Pelletier, 
has been elected president. Vice-presi- 
dents are Hugh Farquharson, Canada 
Life, and C. A. Beaudette, Metropolitan 
Life; secretary-treasurer, W. O. Percey, 
Canada Life. 

Tampa, Fla.—New officers are: Presi- 
dent, O. W. King, Gulf Life; vice-presi- 
dent, E. F. Eastwood, Reliance Life; 
secretary, T. W. Gary, Penn Mutual. 

New Bedford, Mass.—These officers 
have been elected: President, William K., 
Beardsworth, John Hancock; vice-presi- 
dent, J. Newton Barrows, John Hancock; 
secretary, Horatio W. Boardman, Boston 
Mutual; treasurer, Harry J. Clasky, Pru- 
dential. 

Burlington, N. C.—R. Q. Little was 
elected president, succeeding J. V. Simp- 
son; R. F. Young, vice-president; J. M. 


Crown Life, 


Dunn, secretary-treasurer. 
Wilson, N. C.—T. E. Epps has been 
elected president and Edward Miller 


vice-president. 
Albany, N. Y.—New officers are: Presi- 


dent, Edward D. Carlough, Jr., Mutual 
Benefit; vice-presidents, Louis C. Smith, 
John Hancock, and Royal M. Gibbo, 


Union Central, reelected; secretary-treas- 
urer, Robert C. Chandler, and directors, 
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Ralph M. Horton, John H. Clyne, Robert 
H. Langford and W. M. Harriman. 

Peoria, Il—The association will be 
host at a sales congress this fall to be 
held in conjunction with the mid-year 
meeting of the Illinois association, it 
was decided at a meeting last week. 
Edgar R. Small, general agent of Lincoln 
National Life, was named second vice- 
president. Recently he was elected 
president of the Peoria C.L.U. chapter. 

Kansas—In a mail ballot the entire 
slate proposed by the executive commit- 
tee was elected, headed by W. A. Barton, 
Prudential, Topeka, as president. Mr. 
Barton will name the secretary from the 
ranks of the Topeka association. 

Dodge City, Kan.—E. E. Turner, Pru- 
dential, is the new president, succeeding 
George D. Deck, Mutual Life. Vice-pres- 
ident is Ralph Cochran, Equitable So- 
ciety, and secretary-treasurer Charles 
Henry, Victory Life. 

Corpus Christi, Tex.— Dale Shepherd, 
Houston, Tex., general agent Connecticut 
Mutual, spoke on the psychology of life 
insurance selling and described the cor- 
rect method of approach and the close. 
Dr. E. N. Jones, president of the A. & I. 
College of Kingsville, Tex., assured 
agents that the college course leading to 
the C.L.U. will be restored to the curricu- 
lum at the end of the war. Special recog- 
nition was given to L. A. Prowse, Sr., 
Southwestern Life, because of his mil- 
lion dollar production. 





NEW YORK 


LIFE MANAGERS’ OUTING 


The annual outing of the Life Mana- 
gers Association of Greater New. York 
drew a large attendance of members and 
guests. W. J. Dunsmore, Equitable So- 
ciety, newly elected president, presided 
at the dinner. Among those who spoke 
briefly were: J. S. Myrick, second vice- 
president, and C. B. Reeves, director 
of public relations, Mutual Life; A. B. 
Dalager, 2nd vice-president Equitable 
Society; J. P. Fordyce, president and 
agency director Manhattan Life; W. P. 
Worthington, vice-president and super- 
intendent of agencies Home Life of 
New York, and H. D. Wright, second 
vice-president Metropolitan Life, retired. 
_In pointing out the opportunities in 
life Insurance, Mr. Dalager mentioned 
Louis Behr, a leading agent for Equit- 
able Society in Chicago, who became 
discouraged after a short experience in 
the business and was tempted to accept 
a position with a bank at $100 a week. 
Mr. Dalager said that Mr. Behr in Janu- 
ary earned more in commissions than 
anyone else in Equitable Society would 
make in all of 1943. 

Tribute was paid F. S. Goldstandt, 
Equitable Society, chairman of the 
membership committee, by T. W. Foley, 
State Mutual, for his activities in getting 
new members. Membership is 150. 

A toast was drunk to Sheppard Ho- 
mans, Prosser & Homans agency of 
Equitable Society, for his long service 
to the business. Mr. Wright, who 
when retired a few years ago was in 
charge of Metropolitan’s Canadian busi- 
ness after a long career which began 
as an agent in St. Louis, added much 
to the success of the meeting. 

Winners in the golf tournament were 
J. P. Fordyce, Manhattan Life, and C. 

uncan, vice-president Chemical 
Bank & Trust Co. and a director of 
Manhattan Life, who won the kickers 
handicap. 











BURNS N.Y.C.L.U. A. MANAGER 


_Ralph F. Burns is appointed execu- 
tive manager of the New York City 
Life Underwriters Association, succeed- 
ing J. M. Hughes, now with Home 
Life of New York. Mr. Burns has been 
executive secretary of Alpha Sigma Phi, 
one of the oldest and largest college 
Taternities since 1936. He is 31, a na- 
tive of Newcastle, Pa. and a graduate 
of Ohio Wesleyan University. He has 
been active in fraternity activities and 
editor of the “Tomahawk.” 
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Occidental Life 
Names Metcalfe 
in Louisville 


Harry Metcalfe has been appointed 
general agent of Occidental Life of Cal- 
ifornia in Louisville. He entered life 
insurance in 1928 when he was 18 years 
old, as an agent of Income Life of Ken- 
tucky. Three years later he was pro- 
moted to manager of its Lexington 
branch office and in 1933 was called to 





HARRY METCALFE 


the home office to take charge of ordi- 
nary production. 

In 1935 Mr. Metcalfe left Income Life 
to go with Kentucky Central Life & 
Accident in Philadelphia and in 1937 he 
was made field superintendent there. In 
1940 he went to the home office as pro- 
duction manager. 

He became assistant to the president 
of Kentucky Home Mutual Life early 
in 1942, in charge of agencies, sales pro- 
motion, preparation of sales material 
and edited the company’s house organ. 
He has been in demand as a speaker at 
agency meetings throughout the south 
and has lectured at Purdue University 
on sales motivation. 


C. B. Erwin Named Federal 
Life Texas Manager 


C. B. Erwin has been appointed 
Texas state manager of both the life 
and accident and health departments of 
Federal Life. Mr. Erwin has been in 
the life insurance business for 20 years, 
seven of which were spent as an out- 
standing personal producer, and the last 
131%4 years as agency manager for 
Southland Life. 

He was graduated from Sales Re- 
search Bureau’s school of agency man- 
agement at Mineral Springs, Tex., in 
1940. 

Mr. Erwin’s headquarters will be in 
the Alamo National building, San An- 
tonio. 








Hughes Succeeds Mason as 
Aetna Head in Syracuse 


Richard T. Hughes, assistant general 
agent of Aetna Life at Toledo, has been 
appointed general agent in Syracuse, 
N. Y., to succeed Dewey R. Mason, 
who has resigned to become general 
a of Occidental Life in Riverside, 

al. 

Mr. Hughes is a native of Jamestown, 
N. Y., who was graduated from George- 
town University in 1929. He was with 
the Spicer Manufacturing Company, 
manufacturers of automotive parts, 
when in 1932 he decided to make life in- 


surance his career and became an agent 
of Aetna Life in Toledo. He soon was 
a leader and, showing aptitude for man- 
agement work, was appointed assistant 
general agent in 1939. He won the 
C. L. U. designation in 1940, and in 
1941 was graduated from the Sales Re- 
search Bureau School of agency man- 
agement. 

Mr. Hughes is a past president of the 
Toledo Life Underwriters Association 
and a trustee and a charter member of 
the Toledo C. L. U. chapter. 


Earl Is Fidelity Mutual 
Manager at Portland, Ore. 


Robert W. Earl has been appointed 
manager of Fidelity Mutual in Portland, 
Ore. Following his graduation from the 
University of Oregon, he entered life 
insurance with the Equitable Society 
in 1921, and was first a unit manager 
and subsequently an assistant manager 
for that company. In 1930 he became 
branch manager there for Canada Life, 
resigning in 1935 to take a _ similar 
post with Reliance Life, and continued 
with that company until 1941. Since 
then, while active also in the insurance 








THE NEW INSURANCE 


MONEY 


issued by the 


ILLINOIS BANKERS LIFE ASSURANCE 
COMPANY 


THE INCOME BUILDER 


1. We have a NEW PLAN to enable you to make more 


money in these times. 


2. ONE-TENTH THE SALES, through large first commis- 


sions and large renewal 


TEN TIMES the earnings of the same volume of life 
insurance alone under our plan. 


3. IN ONE YEAR, you build as large a renewal income as 
you would in ten years writing the life insurance alone 


under our plan. 


4. This Insurance Pays Ail Ways: 


| 
If you live too long. 
If you do not live long enough. 
If you are disabled. 
| If you have an emergency need for cash. 
ALL AT EXCEEDINGLY LOW COST. 


HUGH D. HART 


Vice President and Director of Agencies 


Illinois Bankers Life 
Assurance Company 


MONMOUTH, ILLINOIS 





business, he has devoted much of his 
time to management of his lumber busi- 
ness in Eugene. 


Coffman St. Louis Agency 
Head for Duration 


L. E. Coffman, formerly with Pru- 
dential, has been appointed home of- 
fice supervisor by Columbian National 
Life, attached to the St. Louis agency. 
He is vice-president of the Hutchinson 
(Kan.) Life Underwriters Association. 
He has been in the business 10 years, 
starting with Prudential as agent and 
later in charge of the Hutchinson of- 
fice. Mr. Coffman will direct the St. 
Louis agency, assisted by Lee Hughes, 
brokerage manager, while Manager 
George L. Dyer, Jr., is in the army. 


Parkerson Agency Named 
by Occidental, Cal. 


The Parkerson General Agency of 
Lafayette, La., one of the largest in the 
state, has been appointed general agent 
of Occidental Life of California. Galen 
B. Black, who has been general agent 
at that point since December, 1939, be- 
comes manager of the agency’s life and 
accident department. 

James D. Parkerson, a prominent 
business man, is general manager and 
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head of the agency. He is a native of 
Louisiana and has been in insurance 
work since he left school. 

Rudolph Dupuis is financial manager 
and Harold G. Bienvenue business 
agent, directing operations in its vari- 
ous offices throughout southwestern 
Louisiana. 

Mr. Black, well known life man, be- 
came an agent of Aetna Life in New 
Orleans in 1931. In 1934 he was made 
district agent for southwest Louisiana, 
operating out of Lafayette. He re- 
signed in 1939, to associate with Occi- 
dental Life. 





Dye Returns to Wheeling 


Garnett S. Dye, who has returned to 
Wheeling, W. Va., as assistant manager 
of Travelers under Manager O. J. Ri- 
zor, is a native of northern West Vir- 
ginia. The West Virginia office covers 
the entire state as well as a part of 
southern Ohio. Mr. Rizor hired Mr. 
Dye the early part of 1926 and after 
a preliminary training in that territory 
he was made field assistant and then 
went to the Travelers home office train- 
ing school. Afterwards he returned to 
Wheeling where he worked under Mr. 
Rizor’s supervision until 1929 when he 
was made assistant manager at Wil- 
liamsport, Pa. A few months later he 
was made manager of that office, a po- 
sition he held until he returned to 
West Virginia. 





Stryker Joins Red Cross 

Harry L. Stryker, unit manager of 
the Seth C. Bardwell agency of Lincoln 
National Life in Cleveland, has enlisted 
in the Red Cross program of service to 
the armed forces, and has received an 
appointment for overseas duty as assist- 
ant field director. He left Sunday for a 
training period in Washington and in 
two weeks expects to go overseas. Mr. 
Stryker graduated from Miami Univer- 
sity in 1928, was all-Ohio fullback in 
1925, 1926 and 1927 and five years fol- 
lowing graduation coached and taught 
at Lorain high school. In 1933-1939 he 
was with the Cleveland agency of Penn 
Mutual before joining the Bardwell 
agency. 


Hinchman Named in Sioux City 


_R. D. Hinchman has been appointed 

district manager of Penn Mutual Life 
in Sioux City, Ta. He previously had 
been in the advertising business. 


Wilkinson with Fidelity 

Charles J. Wilkinson has been ap- 
pointed supervisor for its head office 
agency in Philadelphia by Fidelity Mu- 
tual Life. The past five years he repre- 
sented Massachusetts Mutual in that 
city and placed over $1,000,000 of life 
insurance. Before entering life insur- 
ance he was with General Motors Cor- 
poration in national sales promotion 
work. 


General Agents at San Antonio 


O. D. Harlan, formerly with Reserve 
Loan Life in San Antonio, and Ace 
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Cavanagh Mutual Life’s 
New Hartford Manager 





Herbert A. Cavanagh, training assist- 
ant in the home office of Mutual Life, 
has been appointed 
manager in Hart- 
ford. He will suc- 
ceed William  F. 
Morgan, who is re- 
tiring under the 
company’s disabil- 
ity plan because of 
ill health. Mr. Cav- 
anagh was born at 
Yale, Mich., at- 
tended Michigan 
State Normal 
School and the Uni- 
versity of Michigan, 
and entered the in- 
surance business in 
1932, subsequently joining Mutual Life. 
He was appointed supervising assistant 
in the Detroit agency in 1941 and in 
1942 was transferred to the home office 
as training assistant, in which capacity 
he has assisted Ben Williams, director 
of training, in expanding Mutual Life’s 
new educational program in the New 
England territory. 

He is a graduate of the Sales Research 
Bureau school of agency management 
and has completed part of his require- 
ments for the C.L.U. designation. 


H, A. Cavanagh 








Bledsoe, with California-Western States 
Life there, have been appointed general 
agents of International Travelers of 
Dallas for the San Antonio territory, 
with offices at 810-811 Travis building. 


Moore Regional Group Manager 

Bankers Life of Iowa has appointed 
Myron B. Moore regional group mana- 
ger in Detroit, in charge of the Michi- 
gan and Toledo territories. ; 

He has been northern California 
group supervisor of California-Western 
States Life a year and a half and be- 
fore that was manager of the life de- 
partment of a brokerage firm in Indian- 
apolis. 


S. D. Gordon, with Travelers in Des 
Moines for a year and a half, has pur- 
chased the business there of C. F. 
Freel, also of Travelers, who has be- 
come field supervisor of Continental 
Casualty. 

Rex LeLacheur, district manager at 
Windsor, Ont., for Northern Life of 
Canada, has been promoted to manager 
in Ottawa. 

Ward A. Meyerhoeffer, formerly with 
the company at Erwin, has been ap- 
pointed district manager in Johnson 
City, Tenn., by Jefferson Standard Life. 

F. O. Curtis, who has been associated 
with Connecticut General for about a 
year, has been appointed assistant man- 
ager at Baltimore under Manager J. V. 
Breisky. 


"AGENCY NEWS 


Fete McPheeters at 25 
Year Mark in Cleveland 


W. L. McPheeters, manager of Union 
Central Life in Cleveland, was tendered 
a luncheon to celebrate 25 years of serv- 
ice with the company in Cleveland. 

A committee headed by Clifford R. 
Walker, who recently retired as general 
agent of Equitable Life of Iowa, ar- 
ranged the luncheon. Among those in 
attendance were E. W. Snyder, general 
agent Massachusetts Mutual; Walter E. 
Brown, manager ordinary department 
Prudential, James H. Rutherford, man- 











ager Phoenix Mutual, H. G. Wisch- 
meyer, general agent John Hancock 
Mutual and F. N. Winkler, general 


agent Mutual Benefit. : 
Mr. McPheeters went to Cleveland in 
1918 from Chattanooga. He has built 





up one of Union Central’s largest agen- 
cles. 


Samuels’ Agents Hit Good Pace 


Two producers in the Isadore Sam- 
uels agency of New England Mutual 
Life in Denver are maintaining a par- 





ticularly outstanding record. Samuel 
Silverman of Denver recently com- 
pleted 475 consecutive weeks of pro- 


duction and stands eighth in this re- 
spect among the entire company organ- 
ization. A. R. Stevenson of Boulder 
with 466 weeks is in ninth position. 
These men are also among the first 
hundred of New England Mutual in 
production for the year. Mr. Stevenson 
is 48th and Mr. Silverman 73rd. 





Excellent Record in Nebraska 


The Connecticut Mutual’s Omaha 
agency has completed its sixth straight 
plus month this year after losing five 
men to the armed service and recruiting 
three new full time men this year. Gen- 
eral Agent Paul C. Kaul states that the 
agency ended the six months with a 
34.2% gain in new business. It has had 
45 plus months out of a total of 54 since 
Mr. Kaul went to Nebraska. 


CL. U. 


Smith Atlanta President 


Bealy Smith, Connecticut Mutual, has 
been elected president of the Atlanta 
C. L. U. chapter. He succeeds Robert 
L. Foreman, Mutual Benefit. Charles 
Harrell, Columbian National, is vice- 
president and George H. McWhirter, 
Home Life, is secretary. 

Willie Milner, Life of Virginia, chair- 
man of the education committee of the 
Atlanta Life Underwriters Association, 
announced that 10 candidates from At- 
lanta took one or more of the June 
C. L. U. examinations. 














Houston C.L.U. Election 


C. R. Darling, of the Shepherd 
agency of Connecticut Mutual, was 
elected president of the Houston C.L.U. 
chapter. Henry Coutret, Jefferson 
Standard, is vice-president, and Troy 
Whitehurst, Bankers Life, secretary- 


RECORDS 


Midland Mutual—A sharp upturn in 
business was noted in June, with paid- 
for volume increasing 35% over June, 
1942. Net gain of insurance in force for 
the first six months of 1943 was 13% 
over the same period in 1942, bringing 
total insurance in force to $136,575,004, 
the greatest in the company’s 37 years. 
Gain in annual premiums business has 
been noted. Terminations from all 
causes, including death claims paid and 
endowments maturing, for the first six 
months of 1943 were 1.7% as against 
2.3% in the first half of last year. 

Security Mutual Life, Neb.—Reports 
a 61% gain in June as compared with a 
year ago. The reentrance of the farmer 
into the field of life insurance buying 
has aided greatly in increasing sales. 

Bankers Life of Iowa—Reports the 
largest six months increase in insurance 
in force since 1930 with a gain of $12,- 
832,287. This represented ordinary life 
only. The total ordinary in force is 
$812,646,511, group in force gained 
$2,569,444 and reached a total of $15,- 
132,561. The grand total therefore is 
$827,779,072. 

C. S. Huffman, Decatur, Ill, led in 
production for the year ending June 30. 
He becomes president of the Premier 
Club. He reached just about $1,000,000. 
He has been with the Bankers 27 years. 
The second prize goes to W. B. Mahaffa 
of the Des Moines agency. Third 
place was won by Wade Hall of the 
Kentucky agency and A. M. Glick of 











Quigley President of 
the Northern Life’s 
Agency Tower Club 


President D. M. Morgan of Northern 
Life of Seattle announces today that H. 
L. Quigley of the Seattle agency took 
top honors in the production club for 
the current club year. He becomes 
Tower Club president for 1943 with W. 
T. Bridges of Eugene, Ore., taking sec- 
ond place as first vice-president and H. 
P. Bramen of Tacoma, Wash., running 
third as second vice-president. In all, 
74 members qualified for the club. 

Mr. Quigley has specialized in the 
company’s complete coverage—life, ac- 
cident and health contracts—and cred- 
its this type of policy with his 29 years 
of outstanding production for Northern 
Life. His hobbies are three—he is a 
philatelist of some note; he mails thou- 
sands of Christmas and birthday cards 
to friends and acquaintances each year; 
and, each month he writes 400 personal 
notes to service men in whatever camp 
or part of the world they may be. 





Goes After Companies for 
Texas Back Taxes 


AUSTIN, TEX. — Commissioner 
Lockhart has asked Attorney-general 
Mann to file suit against several non- 
state life companies which no longer 
are licensed in Texas for collection of 
taxes which he claims are owed on 
gross premium receipts. He explained 
that several hundred thousand dollars 
in taxes are owed under the old, Texas 
insurance law, which provides for tax- 
ing outside companies on gross receipts 
of premiums paid in Texas. Some com- 
panies were licensed and then retired 
from the field, still collecting renewals. 








Ottumwa, Ia., was fourth. C. R. Hen- 
drikson of Lincoln, Neb., was next. 





Yes, yes! 

It is a changing 
world. But— 

it's love of home 
and family that 
keeps life insurance 


in force. 


Natfonalye 
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NEWS ABOUT 


LIFE POLICIES 





Mutual Benefit in 
Non-Medical Field 


Recognizing the difficulties encoun- 
tered today in securing medical exami- 
nations, the Mutual Benefit has an- 
nounced its plan for writing life insur- 
ance without medical examinations as a 
temporary measure. Applicants must 
be citizens of the United States and 
have resided at least one year in present 
locality. There is no distinction as to 
sex. Rules governing acceptable occu- 
pations will be the same as for medical 
cases. Applicants from age 15 to age 
40, inclusive, will be considered, the lim- 
its being: ages 15-24, inclusive, $3,000; 
ages 25-35, inclusive, $5,000; ages 36-40, 
inclusive, $3,000. 

All plans of insurance, including bus- 
iness arising in connection with pension 
trust and similar arrangements, may be 
written non-medically. Non-medical sup- 
plementary disability insurance will be 
issued only in connection with non- 
medical life or endowment insurance 
and will be limited to waiver of pre- 
mium only for co-existing non-medical 
policies which do not exceed $5,000 and 
may be applied for concurrently with 
non-medical life or endowment insur- 
ance or later under certain conditions. 
If total insurance, all companies, now 
carried and applied for exceeds certain 
limits, non-medical supplementary dis- 
ability will not be issued. 

To be eligible to write non-medical, 
an agent must have been a full-time 
representative for at least six months 
and have submitted a reasonable volume 
of desirable business. Brokers or agents 
of other companies will not be eligible, 
and the privilege will be granted to 
part-time agents only under exceptional 
circumstances. Agents are not required 
to write non-medical, but those desir- 
ing to do so must apply for the privi- 
lege and have the recommendation of 
their general agents or managers and 
the approval of the company before 
business can be written. A _ privileged 
agent may not submit medically exam- 
ined business on lives eligible for non- 
medical treatment. 





North American's Dividend 
Scale Is Announced 


North American Life of Toronto has 
announced its annual dividend scale on 
policies. The company is allowing 314% 


interest rate on dividends left on de- 
posit. The illustrative dividends under 
the new scale at quinquennial ages for 
a number of plans are: 


$5,000 Life Preferred 





Age ;-— End of Year————, Total 
5 10 15 20 20 
Yrs. 
20 $ 4.40 $ 8.65 $11.90 $14.55 $17.50 $236 
25 4.55 9.25 138.05 16.10 19.45 258 
30 4.75 10.15 14.45 17.95 21.65 286 
35 5.00 11.10 16.00 19.95 24.00 316 
40 5.385 12.45 18.10 22.45 26.80 354 
45 5.85 14.10 20.55 25.30 29.90 399 
50 6.40 16.05 23.35 28.45 33.25 450 
55 7.15 18.55 26.70 32.15 37.05 511 
60 8.15 21.70 30.85 36.55 41.50 584 
65 9.40 25.65 35.85 41.70 46.60 673 
Nalaco 55—$5,000—15 Yr. Term 
Total 
15 Yrs 
20 $ 4.20 $ 7.20 $ 9.10 $10.35 $120 
25 4.70 7.90 9.90 11.10 131 
30 5.35 8.90 10.90 12.05 145 
35 6.25 10.25 12.50 13.40 166 
4( 7.30 12.05 14.60 15.25 193 
45 8.70 14.60 17.55 17.85 232 
50 10.70 18.30 21.70 21.50 286 
Nalaco 55—$5,000—20 Yr. Term 
Total 
20 Yrs. 
20 $ 4.30 $ 7.25 *. . 20 $10.45 $11.65 $177 
25 4.70 8.00 10 11.40 12.50 193 
30 5.35 9.05 it: 30 12.65 13.50 216 
35 6.25 10.60 13.15 14.45 14.90 248 
40 7.30 12.55 15.70 16.95 16.85 291 
45 8.75 15.40 19.20 20.50 19.70 353 
Nalaco 55—$1,000 Life (PU 85) 
20 $ .85 $ 1.85 $ 2.66 $ 3.35 $ 4.10 $ 53 
25 95 2.07 2.99 3.76 4.59 59 
30 1.08 2.36 3.39 4.25 5.16 67 
35 1.26 2.73 3.90 4.85 5.82 77 
40 1.47 3.18 4.51 5.54 6.58 88 
45 1.76 3.76 5.27 6.39 7.49 103 
50 2.16 4.54 6.24 7.44 8.60 121 
55 2.65 5.50 7.43 8.72 9.96 143 
60 3.34 6.78 8.99 10.40 11.85 172 
65 4.24 8.49 11.08 12.80 15.21 215 
70 5.47 10.86 14.19 17.25 17.25 186 


Nalaco 55—$1,000—20 Yr. End, 


20 $ Se ee * cee eee $116 
25 -98 3.4 5.78 10.59 119 
30 1.10 361 5.98 $18 10.77 122 
35 1.28 3.85 6.23 8.44 11.03 127 
40 1.49 4.17 6.55 8.74 11.35 133 
45 1.78 4.59 7.00 9.16 11.80 142 
50 2.17 5.19 7.64 9.76 12.43 153 
55 2.66 5.96 8.45 10.52 13.26 168 
60 3.34 7.05 9.61 11.59 14.40 190 
65 4.24 8.54 11.21 13.08 15.99 219 


Nalaco 55—$1,000—End,. at 65 


20 $ .85 $ 2.00 $ 2.96 $ 3.81 $ 4.75 $ 59 
25 95 2.26 3.39 4. 36 66.44 68 
30 1.08 2.62 3.93 5.06 6.32 79 
35 1.27 3.09 4.65 6.00 7.49 93 
40 1.48 3.71 5.61 7.26 9.15 112 
45 1.78 4.59 7.00 9.16 11.80 142 
50 2.19 5.95 9.28 12.47 12.47 116 


Has New Single Premium 
Annuity Rate Scale 


Pacific Mutual Life after Aug. 1 will 
issue single premium life and refund 





which contains: 


. Life Insurance 





United Life and Accident 


Insurance Company 
Concord, N. H. 


Representatives 
have something unusual to sell. 
owns a United Life and Accident Insurance contract 


1 

2. Double Indemnity 

3. Triple Indemnity 

4. Non-cancellable Accident Insurance 
5. Waiver of Premium 


Territory Available for New General 
Agencies in Pennsylvania and Delaware 
Write 


WILLIAM D. HALLER 
Vice President and Agency Manager 
Concord, N. H. 


Ask the man who 








annuities at increased rates of consid- 
eration. The scale is the standard non- 
participating annuity table taken to the 
next higher dollar. Some changes also 
were made in nonpar life policy rates, 
principally on endowments. 





Occidental Life Announces 
New Non-Medical Limits 


Occidental Life of California, due to 
the shortage of medical examiners and 
the difficulty of getting busy people to 
the doctor, has announced these new 
non-medical limits: 

1. Male lives will be accepted non- 
medical for as much as $5,000 up to age 
40. They may be written non-medic- 
ally up to $3,000 from ages 40 to 45. 

2. Single women up to age 40 may 
be written for $5,000. 

3. Married women, or divorcees may 
be written $3,000 non-medically up to 
age 40. 

4. All sub-standard occupational rat- 
ings may be written non-medically 
within established non-medical limits. 

5. Where it is impossible to use a 
regular examiner, the company will ac- 
cept application up to $5, 000 when ex- 
amined by an irregular examiner. if this 
irregular examiner represents two or 
more life companies, or is a member of 
the armed forces. 





Controversy Over Agent 
Filling Out Application 


There is considerable litigation in the 
courts where an agent fills out the appli- 
cation blank, which the assured should 
do. In the contention that follows there 
is charge of misrepresentation and fraud. 
It would seem that an agent assumes 
too much responsibility in filling these 
blanks. A case which the Louisiana 
court of appeals, Parish of Orleans 
affirmed was Tyson vs. Victory Indus- 
trial Life. 

The company defended the action on 
the ground that the policy had been 
procured through false representations 
in the application. However, it ap- 
peared that when the application was 
written the insured was not present and 
the answers with respect to her health 
were filled in by the agent. Any charge 
of fraud was attributable to him and his 
conduct was binding on the company, 
the court held. The policy contained 
conditions limiting the amount of the 
company’s liability in the event of the 
death within 18 months after the policy 
from any of the causes therein listed. 
The assured died some 14 months after 
the policy was issued from a cause 
within this limitation clause. The fact 
that the company failed to plead such 
limitation does not prevent its applica- 
tion since it is a valid part of the policy 
upon which plaintiff bases her right to 
recover, the court opined. The judg- 
ment entered below for the full amount 
of the policy was amended and affirmed. 





Convention Dates 





Aug. 23-25, Insurance Section American 
Bar Association, Chicago, Medinah Club. 

Sept. 13-14, International Claim Asso- 
ciation, Chicago, Edgewater Beach Hotel. 

Sept. 13-16, National Association of 
Life Underwriters, Pittsburgh, William 
Penn Hotel. 

Sept. 25-27, Life Office Management 
Association, Chicago, Edgewater Beach 
Hotel. 

Sept. 28-30, National Fraternal Con- 
gress, Cleveland, Hotel Cleveland. 


Oct. 4-7, American Life Convention, 
Chicago, Edgewater Beach Hotel. 

Oct. 15-16, Institute of Home Office 
Underwriters, Chicago, Edgewater Beach 
Hotel. 

Oct. 13-14, Actuarial Society of Amer- 
ica, New York City, Waldorf-Astoria 
Hotel. 

Nov. 16-18—Research Bureau and Life 
Agency Officers, Chicago, Edgewater 
Beach Hotel. 

Dec. 2-3, Association of Life Insurance 
Presidents, New York City, Waldorf- 
Astoria. 

Dec. 5-6, National Association of In- 
surance Commissioners, mid-year meet- 
ing, New York City, Pennsylvania Hotel. 





RAINBOWS 
END . 


On November |, 1941, the Bank- 
ers Life Company of Des Moines is- 
sued a $5,000 Family Protection 20- 
year Benefit Policy, providing 
Double Indemnity, to an Iowa farm- 
er to protect his wife and two little 
children. 


On June 6, 1943, the policyholder 
was drowned in a swollen stream 
after fording ten head of dairy cattle 
to safety. The horse he was riding 
was swept below the landing and in 
struggling to climb the steep bank 
threw his rider into the raging 
waters. 


Upon that policy, on which 
$292.30 had been paid in premiums, 
the Bankers Life Company of Des 
Moines will (by the time its obliga- 
tions to the widow are completed) 
pay $21,522.46. 


The profit to the beneficiary will 
be 7263 per cent of the original in- 
vestment. 


When proof of death was received 
by the Bankers Life Company the 
widow-beneficiary was paid $5,499.43 
(including Double Indemnity). 


Beginning July 6, 1943, and con- 
tinuing for 220 months, the widow or 
her surviving children will receive a 
monthly check from the Bankers 
Life for $49.94; making total instal- 
ment payments of $10,986.80. 


On November 1, 1961 (20 years 
after the policy was issued) the 
widow or her surviving children will 
receive a final payment of $5,036.23. 
The profit will have been $21,230.16. 


It is not to be wondered at that 
the grateful widow wrote the Bank- 
ers Life Company (giving it permis- 
sion to print the letter) saying: 


“It is my desire to express my 
sincere appreciation for the prompt 
settlement made to me by the 
Bankers Life Company of my late 
husband's insurance policy. 


“His death was accidental, so all 
the more unexpected. Since he was 
only 33 years of age we had not yet 
had time to attain our goal of finan- 
cial independence. Now, when | 
need money so badly, it is readily 
and promptly available. In addition 
to the liberal cash payment received 
now, I am assured of a fine monthly 
income with which to raise and edu- 
cate my two small children and will 
still have money left for myself when 
they are grown. 


This is certainly an outstanding 
example of a man who was ‘Kind to 
his Wife AND Kind to his Widow.” 


Ban KE rsZ7j @ 
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LEGAL RESERVE FRATERNALS 





Marked Sales Increase 
trom More Calls 


Aid Association for Lutherans 
through a study has demonstrated that 
the law of averages in sales work does 
apply. A slight increase in new calls 
has been found to have a_ substantial 
effect in raising production. 

In the fourth quarter of 1942, 50 
agents had an average of 9 daily calls, 


of which 1.8 were new calls on the 
average. Average production in the 
quarter was $31,441 and average 


monthly production $10,480. In the first 
quarter of 1943 the average number of 
daily calls of these agents was stepped 
up to 9.8, average of new calls to 3.9. 
Average production in the quarter was 
$49,426, average monthly production 
$16,622 and increase in average pro- 
duction $18,426. 


Sales to Women Increase 
in June Campaign 


Sixty percent of June sales of Fidelity 
Life, Fulton, Ill., were made to women, 
President Walter C. Below announced. 
This was an increase of 10% over the 
average percentage, resulting from a 
very successful “Sell to More Women” 
campaign conducted in June. 

“It is interesting to note,” President 
Below said, “that 50% of our sales dur- 
ing the past 12 months have been made 
to women, which is considerably higher 
than the average for the country. We 
attribute this in part to the fact that 
among our representatives we have a 
number of unusually successful women 
producers who make a high percentage 
of their sales to women. Last year our 
two top producers were women.” 

An analysis of the month’s sales to 
women shows that housewives led all 
other occupations, students and office 
workers running second and third, re- 
spectively. Other leading occupations 
listed were teachers, factory workers, 
telephone operators and_ restaurant 
workers. Most of the women purchased 
either limited pay or ordinary life con- 
tracts. 

Thomas O. Hertzberg, general sales 
manager, plans to incorporate the 
woman angle in all future plans of the 
sales department. Special consideration 
will be given to women as prospects and 
to the problems of women sales repre- 
sentatives. 


Withholding Tax Seen as 
No Sales Hindrance 


The federal withholding tax is not 
nearly so bad as it might seem as a 
sales deterrent, according to Aid As- 
sociation for Lutherans, Appleton, Wis. 
The best answer to the objection which 
many prospects probably will give in 
the life insurance interview that the 
withholding tax makes it impossible for 
them to buy more insurance is that the 
withholding tax really does not hit 
them so hard as at first they had esti- 
mated. 

This has become known as a 20% tax, 
which in fact it is not, because for vari- 
ous types of taxpayers there are various 
amounts of exemption. Thus a married 
prospect making between $200 and $240 
a month has only one-half of 20% with- 
held and a prospect making $300 and 
having two children has less than one- 
half of that percentage, A.A.L. calcu- 
lates. 

For instance, on wages from $100 to 
$120 monthly the amount withheld 
based on monthly payroll is $1.70 or 








THE WOMAN'S BENEFIT ASSOCIATION 
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A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
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Port Huron, Michigan 








1.55% for a person 
child, married with one child or two 
children. For $200 to $240, the amount 
for a married person with no child is 
$23.20, and the percentage 10.55%; mar- 
ried, one child, $18 and 8.18%; married, 
two children, $12.80 and 5.82%; $320 to 
$360 monthly income, $47.20 withheld 
for a married person with no children, 
percentage 13.88; $42, married, one 
child, 12.35%; $36.80, married, two chil- 
dren, 18.82%; $440 to $480, $71.20, 
15.48%; $66, 14.35%, and $60.80, 13.22%, 
respectively. 


married with no 


Hold B.R.T. Not Tax-Exempt 
COLUMBUS, O.—Judge Clifford in 


common pleas court here held in favor 
of the state in its suit to collect $11,330 
in franchise taxes for 1940-1 against the 
Brotherhood of Railroad Trainmen_ in- 
surance department. The court held 
that the Brotherhood is not exempt un- 
der the insurance and tax laws of the 
state. 


Anton Henriksen of Aid Association 
for Lutherans, Appleton, Wis., has been 
awarded the degree of fraternal insur- 
ance counsellor by the Fraternal Field 
Managers’ Association. 


Miss Kate Biesinger of Buffalo N. Y., 
supreme guard of Ladies Catholic Ben- 
evolent, died after an illness of about a 
year, 

George A. Herron, 76, district mana- 
ger at Topeka for United Workmen of 
Kansas, died in a hospital there follow- 
ing a heat stroke. 


IN U. S. WAR SERVICE 


Three members of the New England 
branch of New York Life, Boston, have 
been promoted in the army. Norman 
F. Bissell has been promoted to cap- 
tain; Howard J. Richard to first lieu- 
tenant, and Bertil Guston to second 
lieutenant. All three were members of 
ee s Quarter Million Dollar 
Club. 


_Maj. George J. Scott, formerly with 
Connecticut General Life in Waterbury, 
Conn., has been put in charge of the 
quartermaster section of a great military 
depot set up by the British for Ameri- 
can use. He entered the service as a 
lieutenant in the quartermaster corps, 
and later took a course at the quarter- 
master corps school at Camp Lee, Va. 


The two sons of Mrs. L. H. Martner, 











local agent of Aurora, IIl., who operates 
the C. J. Martner Co. agency now are 
in the service. Both formerly were con- 
nected with the agency. J. David Heinz 
is a lieutenant in the administrative 
branch of the army stationed at Kala- 
mazoo, Mich. He has been in the serv- 
ice a year and formerly was a prominent 
Aurora life agent and vice-president of 
the Aurora Association of Life Under- 
writers. His mother, Mrs. Martner, 
now is vice-president of that association. 
The other son, Harold, is a private in 
a cavalry detachment at Fort Riley, 
Kan. The daughter-in-law, Mrs. Heinz, 
now is associated with Mrs. Martner as 
assistant manager of the agency. 

J. M. Mitchell, assistant general agent 
of Aetna Life in San Francisco, who 
was commissioned a lieutenant in the 
coast guard several months ago, is in 
charge of a unit patrolling the beaches 
south of San Francisco in the vicinity 
of Monterey, Del Monte and Pacific 


Grove. Dogs are in active service as 
sentries there, walking the beaches 


with guardsmen. 


Capt. Walter H. Huehl, actuary of 
Indianapolis Life, now on leave with 
the army air corps in} England, has re- 
turned to duty following an unusual ac- 
cident. He was riding a bicycle and 
had to stop very suddenly. The brakes 
worked too well and he went over the 
handlebars and broke both elbows. He 
was in the hospital for some weeks. 

Corporal Jack Ames, formerly asso- 
ciate actuary of Bankers Life of Ne- 
braska and son of E. C. Ames, actuary 
of that company, has been transferred 


to the cryptography school in Wash- 
ington. 
Lester B. Arwin, former general 


agent in Detroit of Bankers Life of Ne- 
braska, has been commissioned a lieu- 
tenant (j.g.) and is enrolled in com- 
munications school operated by the 
navy in Connecticut. 

The service flag of Prudential shows 
3,488 employes now in service. 








ie American Convention 


Farmers & Traders Life of Syracuse, 
N. Y., has been admitted to membership 
to the American Life Convention. It 
operates in New York, Ohio, New 
Hampshire, Massachusetts, Maine, West 
Virginia, Pennsylvania, New Jersey, In- 
diana and Vermont. At the close of the 
year it had $54,231,319 insurance in force. 





Conn. Savings Bank Report 


All of the Connecticut Savings Bank 
Life Insurance Fund trustees have been 
reelected. John P. Royston, secretary, 
reports savings bank life insurance in 
force in the state as $1,744,000. 











Dear Bill: 


LIFE ACCIDENT 








Today I applied for a life insurance contract with Fidelity Life 
Association. (The representative told me that hi of Fidelity sales 
are to women with a June, 1943 record of 60%.) 
was to plan so confidently for the future. 

Bill, America does mean the land of hope and opportunity. 
it's way of life worth fighting for and coming home to. 


FIDELITY LIFE ASSOCIATION 


Home Office — Fulton, Illinois 
HOSPITALIZATION 


How thrilling it 


With love, 
Mary. 


DISABILITY 


























Increase in Demand to 


Continue Premiums Beyond| 
End of Premium Paying Span! 


Occasionally a policyholder desires to 
continue paying premiums beyond the § 
premium paying period of a 20-pay or? 
other limited payment life contract 9} 


as to convert these policies into endow. 
ments. Apparently there has been some 


increase in such requests lately due to) 
the fact that so many persons have ex. | 
In the past policyholders 7 


cess funds. 
of those companies that had a provision 


in their policies permitting such a pro-| 


gram took advantage of the provision 
so rarely that most companies dropped 
the provision from the contract alto. 
gether. As a matter of fact, however, 
it is probable that 75% of the compa- 
nies allow the insured to continue such 
premium payments if he so desires, 
Only a_handful of companies has such 
a specific provision in their current con- 
tract. One of these is Phoenix Mutual 
Life. 





Complete Arguments in 
Ill. Bankers Life Case 


The arguments before Judge Miner in 
Chicago in the suit of policyholders of 
Illinois Bankers Life Association, pre- 
decessor of Illinois Bankers Life, against 
the Hugh T. Martin estate, William H, 
Woods and Arthur T. Sawyer, for re- 
covery of $750,000, has been completed. 
Attorneys have until July 24 to file 
briefs and until July 29 to file replies. 

Vernon R. Loucks, Chicago attorney, 
represents policyholders of _ Illinois 
Bankers Life Association, and is seek- 
ing to secure the Martin, Woods and 
Sawyer stock for policyholders of the 
assessment company. 


Alfred MacArthur, president of Cen- 


Ss 





i ae ee ee 


tral Life of Illinois offered to purchase | 


the 80% interest in Illinois 


Bankers | 


Life held by the estate of Hugh Martin,” 





SERVING 


HE American 

people in over 
8,000 camps dis- 
tributed through 44 
states. 


UCH of our 


more than 


$136,000,000.00 


assets is invested in 
Federal, State and 
Municipal Bonds. 


WOODMEN 


OF THE WORLD 


LIFE INSURANCE SOCIETY 
Home Offices—Omaha, Nebraska 
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College Gift Fund 


Plans 


for Graduating Classes 


By F. ARTHUR TUCKER 


F. Arthur Tucker. the author of the ac- 
companying article, is general agent of 
Union Mutual Life in Philadelphia. Mr. 
Tucker began to investigate college class 
endowment funds when he started to do 
some work along these lines at Drexel Insti- 
tute in 1939 and 1940. He secured infor- 
mation from various colleges as to their 
particular plan, and then worked out the 
plan for Drexel which has been increas- 
ingly popular there. 


been various ideas men- 
and other authorities 
to assist colleges or graduating classes 
in raising funds for their alma mater 
Those that have been based on life in- 
surance have shown some success, 
particularly in a few large eastern univer- 
sities. But many have been unsuccess- 
ful, and this can often be traced to 
fallacies in the insurance plan itself as 
well as mistakes in its operation by the 
insurance representatives. 

In practically every case the agent in- 
terested in this form of solicitation will 
have to make some adaptations and 
changes to meet the different conditions 
found on the various college campuses. 
The agent must have some place to 
start. Permission from the president of 
the college whose interest has been 
aroused in the plan is one entree, or 
having the alumni director enthusiastic 
about the plan and willing to work with 
the agent is another. Or perhaps the 
agent can arouse the enthusiasm of a 
group of leaders of the graduating class 
who want to do something for their col- 
lege, as was the case at Drexel. The al- 
umni association and the administration, 
since they have everything to gain, are 
willing to go along with the plan. 

A few of these plans are presented 
herewith. 


Specific Plans Are Outlined 


First there is the plan used by at least 
two universities which is based upon 
each graduating student purchasing 
$250 or $500 of 20 year endowment in- 
surance and making the college benefi- 
ciary of the policy, with the student 
paying all premiums which run approxi- 
mately $12 a year for the $250 and $24 
for the $500. 

This plan has been used in another 
way—with the 20 year endowment pol- 
icies being written by an agent of an 
industrial insurance company, and no 
matter where the graduate would move 
there was an agent of the company 
ready to make the collections each 
month and indirectly aid in keeping the 
policy in force. 

Another plan was used by several col- 
leges in which larger policies were pur- 
chased of $5,000 each on the endow- 
ment plan and placed on a few lives— 
selected from the class group, and again 
the college was made the full benefi- 
ciary and recipient of the proceeds, with 
the ‘class members paying the premiums 
in the form of annual dues. Class or- 
ganization is necessary for the success 
of this plan; a workable system for col- 
lecting dues regularly is needed. 

Then there is the idea used by a uni- 
versity in New England in which the 
students purchased $1,000 of insurance 
and the college was made part benefi- 
clary of the policy to the extent of $200 
to $250. When the dividends in the pol- 
ley equaled these sums they could be 
used to Wipe out the assignment to the 
college by giving the college its inter- 
est in the policy in cash dividends, or 


have 
agents 


There 
tioned by 


the college could be paid out of the cash 


values when they reached that amount. 
In Philade 


‘Iphia, at the Drexel Instt!- 





tute of Technology, yet another plan 
was developed in which each student in- 
terested arranged to buy $1,000 of in- 
surance or more, assigning to the college 
all his interest in dividends for the first 
20 years. All other values in the policy 
belonged to insured. 

Those plans in which the insured 
class member had no financial interest 
except the payment of the premiums 
have had heavy lapse ratios, which is 
natural. After the emotional period of 
the college days wears off, cold business 
financial situations appear, depressions 
occur, and the care of the family takes 
first place in the graduate’s mind, with 
the result that the college fund is 
pushed in the background and becomes 

luxury instead of a necessity. 

At Drexel the gift fund plan was de- 
vised to include the features of these 
other plans and at the same time reduce 
the possibility of heavy lapse. Senior 
class members were informed of the 
plan at various class meetings and also 
meetings with the leaders of the class, 
by the alumni secretary. A letter was 
sent to each class member giving him 
information on the plan and answering 
the usual objections which might arise. 
The class officers were interested in the 
plan first and their cooperation was ob- 
tained, and a vote was taken as to 
whether the class wished to participate 
in the idea. If the majority were inter- 
ested in the plan, it was adopted. Usu- 
ally it is not hard to get the majority 
interested. The alumni association 
sponsors the plan and supervises ar- 
rangements. 


Operation of Drexel Plan 


The actual operation of the plan was 
as follows: Each senior class member 
was interviewed personally by an insur- 
ance representative. The student was 
allowed to select the kind of policy best 
suited to his or her needs. Usually life 
paid up at 65 and endowment at 65 were 
selected. The beneficiaries in most 
cases were the parents or in a few cases 
a wife or husband. Then an assignment 
was placed upon the policy turning over 
to Drexel Institute, at the end of 20 
years, all the dividend accumulations in 
the policy up to that time. This made 
it possible for the class, on their 20th 
anniversary, to have accumulated a fund 
which they could present to the college 
for some specific purpose. The selec- 
tion of the project for the use of the 
fund will be picked by a committee from 
the class and the board of trustees. 

The Drexel gift fund plan fitted in 
nicely with the idea and ambitions of 
the individual members of the graduat- 
ing class because: 

Each class member was personally in- 
terviewed and he was able to select the 
policy best suited to his particular situ- 
ation and pocketbook. 

Each policy was for at least $1,000 
and the full face value of the policy 
made payable to the beneficiary he se- 
lected. 

All the cash values and loan values 
helonged to the class member and not 
to the college. He could use the policy 


in any way desired, for business or 
financial purposes. All he gave up 
were the dividends. 

The alumni association of Drexel 


upon filing the copy of the dividend as- 
signment immediately notified the class 
member of his alumnni membership and 
privileges which he received for five 
years. 

The .plan has been’ well received by 
the senior class each year, and each 


vear a-‘arger group has become inter- 


ested and willing to participate. The 
student found he was able to do some- 
thing for his college and at the same 
time arrange his own life insurance pro- 
gram while the rates are low and his 
physical condition is excellent. 

In some cases no new insurance was 
sold, but the assignment of dividends 
was placed on policies already in force 
for those students who did not or could 
not carry new insurance. Also it was 
found that a fair percentage of seniors 
were interested in starting their insur- 
ance and retirement programs and were 
in a position to purchase larger policies 
over and above the policy purchased for 
the class plan. The seniors took advan 
tage of having experienced professional 
advisers to assist them. 

It was found that some protection 
and supervision should be given to both 
the student and the agent. At Drexel 
only those insurance men who were 
graduates of the college, members of 
the alumni association and C. L. U. 
were selected to arrange the insurance. 
The student was guaranteed profes- 
sional advice from well informed, estab- 
lished agents. The agents were assured 
that competition would not be unfair. 
They could help their alumni associa- 
tion and college and were able to real- 
ize enough from the various sales to 
warrant their being able to spend the 
days and weeks away from their usual 
duties necessary to the success of the 
plan. The agents must be loyal to the 
college and to the plan they are helping 
to promote. 

Entry of the U. S. into the war did 
not appear to affect the plan. The stu- 
dents bought because of a desire to do 
something for their college and their 
being taken into the service did not af- 


fect their ability to pay for at least 
$1,000 of insurance. National Service 
Life Insurance was explained to each 


student and he was advised to take the 
limit on entering service. But taking this 
form of protection did not keep students 
from entering the class gift fund plan. 
The main reason for not subscribing to 
the plan by those who were not in- 
cluded was lack of funds, and many of 
these promise to subscribe after gradu- 
ation. 

Close cooperation between the alumni 
association and insurance representa- 
tives is important. In the beginning the 
initiative should come from the alumni 
association with the insurance represen- 
tative advising on the procedure. If pos- 
sible a small office or part of the alumni 
office should be set aside for the inter- 
views with the students. Full lists of 
names, phone numbers and_ street ad- 
dresses of cach student to be inter- 
viewed are necessary. Appointments can 
then be made by mail, phone. It was 
found that a key man, willing to help 
in each division or section of the senior 
class was helpful, especially in rounding 
up the laggards. 

This plan, if handled smoothly and 
with foresight, should be of value to all 
parties concerned. It establishes a 
splendid objective for the senior class, 
secures more members for the alumni 
association and funds for the college. 
and agents can do a job both interest- 
ing and increasingly worthwhile. 





Equitable Society Opens 
New Long Island Agency 


Equitable Society has established a 
new Long Island agency at Hempstead, 
L. I.. under the management of Halsey 
Wood, who has been associated with 
Equitable since 1931 and has had an 
office at Hempstead for. the past two 
years. In addition to writing a large 
valume of new business, Mr. Wood has 
been instrumental in establishing a 
large number of residential loans on 
property in Nassau and Queens, which 
is in line with Equitable’s home pur- 







Business Cover 
Best Seller in 
Many Places 


NEW YORK—New business in 
is coming in at a very good rate and 
business insurance continues to be a 
best seller, according to the manager of 
a large downtown agency. Typical of 
the business insurance buyers is a cor- 
poration which has carried $100,000 on 
the life of its president and is now buy- 
ing $50,000 on each of its four vice- 
presidents. If business firms are mak- 
ing money, they do not hesitate to buy 
life insurance, he observed. 

Although it is a little early to deter- 
mine what the effect of the pay-as-you- 
go income tax deductions will be on 
life insurance sales, most people are 
pleasantly surprised when they receive 
their first paychecks that the amount 
withheld is not larger than it is, having 
the figure of 20% in mind without 
credit for exemptions, he said. 

Renegotiation of contracts by the 
government is cutting down the profits 
substantially of many plants which have 
war orders. He mentioned a_ plant 
where the navy, by renegotiation, had 
saved the government $3,000,000. The 
head of the plant received $80,000 a 
year, which was not considered out of 
line. However, when the contract was 
renegotiated, the navy said provision 
would be made to allow him a $25,000 
salary. The individual said that he was 
living on an $80,000 a year scale and he 
would have to make considerable read- 
justment, which would take some time. 
In the meantime, he would be obliged 
to live out of his capital. 

His agency has found that the 5% 
rule under the wage stabilization pro 
gram is not productive of much _ busi- 
The official of 


July 


ness. statement of an 
the salary stabilization division, Inter- 
nal Revenue Bureau, that a concern 


cannot pick out a few individuals, pay 
premiums on their insurance and get by 
with such amount under the wage stab- 


ilization law, is contrary to what life 
insurance men_ have believed right 
along, he said. 

One of his brokers sent out a good 


letter on the 5% rule to 200 corpora- 
tions and got a 15% return, which was 
considered exceptionally good. It was 
found, however, that most of the replies 
came from smaller concerns and when 
they found out what the life insurance 
situation is, they said they could handle 
the matter better in another way, and 
very little business resulted. 


chase plan providing life insurance for 
the amount of the mortgage. 

Vice-president W. J. Graham and A. 
B. Dalager, second vice-president, an- 
nounced the opening of the new agency 
at a dinner attended by company repre- 
sentatives of Nassau, Suffolk and 
Queens counties. Mr. Graham said the 
opening of the new office is partly in 
recognition of the industrial expansion 
in the three counties due to airplane and 
war plants located in the vicinity and 
more particularly to the substantial 
population and prosperity growth of the 
communities in central and eastern 
Long Island. 


Join Life Advertisers 

M. A. Hyde, vice-president and secre- 
tary Security Mutual Life of Nebraska; 
Irving Davis, publicity department 
Guardian Life; Miss Margaret S. Cox, 
assistant advertising manager Ministers 
Life & Casualty Union of Minneapolis, 
and-O. P. Grant, personnel director Life 


& Casualty of Nashville, have joined 
the Life. Insurance Advertisers .\ssoci- 
ation. 
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List Northwestern Production Winners 


(CONTINUED FROM PAGE 1) 





delphia, $1,105,982; R. P. Bagley, Buffalo, 


$1,801,001, and V. A. Miletti, Newark, 
$1,066,800. 

In the next group writing over $800,- 
000 are E. L. Cleveland, Sacramento, 
Cal.; H. D. Goldman, Richmond, Va., 
and H. B. Ruhl, Detroit. Exceeding 
$700,000 are E. M. Lillis, Erie, Pa.; W. 
H. Strauss, Cincinnati, and H. F. Cluthe, 


Newark. With more than $600,000 are 
J. F. Habegger, Seattle; S. Jones, 
Cleveland, and F. D. Lette, Jr., Indian- 
apolis. 
Others 
production 
Lous: LL. C. 
3urgheim, St. 


exceeding $500,000 annual 
are B. S. Barrows, St. 
Hatcher, Detroit; N. H. 
Louis; L. R. Schultz, 
Norristown, Pa.: C. S. Beck. Toledo. 
Leonard Mordicai, Boston; A. M. Ot- 
terbourg, New York; C. M. Ohl, To- 
ledo; L. P. Schwinger, Waterloo. 1a.; 


H. L. Barnett, New York; C. A. Seys, 
Grand Rapids, Mich.; C. V. Hickman, 
Eugene, Ore., and T. W. Tuttle, Mil- 


waukee. 
Class Winners Given 


Eugene M. Klein, Cieveland, won the 
Class. C award with a gain of 107% over 
his three-year rating. His net business 
totaled $828,283, while his gross paid-for 
was $1,901,075. He also qualified for 
the Marathon and the Million Dollar 
clubs. Joseph F. Habegger of Seattle 
won the Class D' award with a 184% in- 
crease over his three-year rating to show 
the greatest percentage of increase in 
this class. He reported $677,776 net 
business and also qualified for the Half- 
Million-and-Over Club. With a net pro- 
duction of $627,981. showing a 233% 
gain over his three-year rating, R. P. 
Bagley of Buffalo is winner of the Class 
E award. With a total gross business 
of $1,081,001 he also becomes a mem- 
ber of the Million Dollar Club. 

New Agents Recognized 

New agents competing for junior 
honors in three sections are awarded 
certificates of honor for showing the 
highest percentage of increase over 
their production in the preceding class 
and receive honorable mention for pay- 
ing for the greatest amount in each 
class. 

In the gold section, E. B. Redfield, Jr., 
Boston, a Northwestern agent since Oc- 
tober, 1939, is the winner of the junior 
certificate. He paid for $292,216 to show 
an increase of 23.5% over his previous 
silver section production. He also re- 
ceives the honorable mention designa- 


tion for the largest paid-for amount. 
Other gold button winners, who won 


bronze buttons two years ago and sil- 
ver buttons last year, are W. T. Mul- 
lowney, Baltimore; C. E. Rosch, Balti- 
more; J. M. Peck, Weathersfield, 
Conn., and W. H. Powell, Newark. 

Kenneth L. McGooden of McCook, 
Neb., is the winner of the junior certifi- 
cate of honor in the silver section for 
showing the greatest percentage of in- 
crease over his bronze button produc- 
tion, which was 72%. He became a 
Northwestern agent in August, 1938, 
and is at present in the armed forces. 
For the largest volume in the silver sec- 
tion, Ray H. Kohl of Pittsburgh quali- 
fied for honorable mention with $324,984. 
He has been an agent since October, 
1940. 
Bronze Buttons Awarded 

A total of 21 agents from 13 states 
earned bronze button awards during the 
past agents’ year. Joseph J. Gregory, 
Spokane, Wash., paid for $371,000 to 
lead this group. H. E. DeLisser, New 
York, with net production of $300,57 
and J. R. Sterner, West Orange, N. . 
with $272,117, were the runners-up. 

Thirty-two completed 12 or more 
months of membership in the 4-L Club 


with 13 exceeding 100 consecutive 
months. Members must write four or 
more lives a month. Topping this 


group with 132 months or 11 years of 
continuous 4-L. membership are Lewis 
T. Stearn, Minneapolis, now in service; 


David E. Harris, Des Moines, Ia.; A. O. 
Sunderquist, Sioux City, Ja.; Fred and 
Grace Niederhaus, Long 3each, Calif. 
The 10 leading sia caeia agencies in 
new paid business are: Victor M. 
Stamm, Milwaukee; Hobart & Oates, 
Chicago; C. R. Eckert, Detroit; P. T. 
Allen, Buffalo; Rowley & Talbot, New- 
ark; C. L. McMillen, New York; 
Rudolph Recht, New York; M. A. Car- 
roll, Oshkosh, Wis.; B. J. Stumm, Au- 
rora, Ill., and Roger A. Clark, Pitts- 
burgh. ; 
For the third successive year the kK. 
M. Snyder general agency of Omaha 
won the General Agents’ Achievement 
Cup, awarded each year on the basis of 
a graded point system. The winner 
scored 1103 out of a possible 1350 points. 
Other leaders in the general agency 
cup race include Koop & Winson, 
Greensburg, Pa.; Milton Koch, See 
Neb.; E. E. Lincoln, Rochester, N. 
BS. T. Lothgren, Providence, R. be 


Roger A. Clark, Pittsburgh; Russell . 
Law, Baltimore; Marue A. Carroll, 
Oshkosh, Wis.; Ernest A. Crane, Indi- 
anapolis, and Charles R. Eckert, De- 
troit. 

The District Agent's Cup was 
awwarded to Roe Walker, Bloomington, 


Ill., of the B. J. Stumm general agency 
of Aurora. During the past 13 years 
the cup has been won nine times by dis- 
trict agents in the Stumm general 
agency. 

The 14 regional district agency win- 
ners were led by Deal H. Tompkins 
agency, Charleston, W. Va., with $1,- 
207,382; E. L. Cleveland district, Sacra- 
mento, Cal., $1,051,070, and Bragdon & 
Schwinger, Waterloo, Ia., $1,019,321. 





Comprehensive Review of 
Employe Retirement Plans 


(CONTINUED D FROM PAGE 


of the “group permanent” contracts de- 
veloped by his company, which he says 
offer permanent forms of insurance and 
combine the economies and _ flexibility 


of a group contract with the advan- 
tages of individual policies written 
under a pension trust. They give an 


employer the opportunity to offer his 
employes in a single group contract 


both life insurance and retirement in- 
come. 
He said there is a need for some 


form under which all actively working 
employes may be given life insurance 
on a level premium permanent form, 
irrespective of insurability, provided 
they are actively working. 

This involves a combination of the 
benefits generally given in a group life 
term policy with those under perma- 
nent forms of insurance generally of- 
fered in individual policies. Many em- 
ployes desire to build up an _ equity 
which will be available to take care of 
or at least reduce the cost of insur- 
ance, should they be called upon to 
carry the entire load themselves on re- 
tirement or on earlier termination of 
employment. An employe losing his 
job at advanced age often is unable 
to commence paying at that time a pre- 
mium based on his then attained age. 
He often needs some assistance to 
make it possible for him to continue 
needed insurance. Employers would 
like some arrangement under which the 
cost of insurance of pensioners could 
be paid during the productive period 
of the pensioner’s life, and under which 
costs would not increase as employes 
grow older. 


Provides Flexible Contracts 


Group permanent insurance, he said, 
provides a flexible contract, tailored to 
meet the needs of a particular situa- 
tion, with a wide choice of benefits and 
options. Automatic coverage under 
group underwriting rules gives equal 


treatment up to reasonable limits to all 
employes. 
group 


For 
the 


working 
to the 


actively 


amounts up limits, 





employe does not have to have a medi- 
cal examination. 

The maximum future premium cost 
of the plan is partially guaranteed. 
Premium rates on insurance placed in 
force at the inception of the contract 
are guaranteed for the duration of such 
coverage and are applicable for new en- 
trants and increases in the five ensuing 
years. 

The contract guarantees that similar 
benefits may be purchased for new em- 
ployes and for those entitled to in- 
creased benefits because of promotion 
or additional salary. Valuable equities 
are available on termination of employ- 


ment. 3ecause of low additional ac- 
quisition costs, the employer is not 
heavily penalized on account of em- 


ployes terminating employment shortly 
after being covered by the contract. 
Two Plans Are Compared 

Mr. Alvord reviews the comparative 
advantages in providing retirement in- 
come of the fixed benefit plan and the 
money purchase plan. Under the for- 
mer plan the employe contributes each 
year a specified percentage of earnings, 
while the employer pays whatever ad- 
ditional amount is necessary to provide 
the retirement income credited for that 
year. The employer’s payments for a 
particular employe will increase with 
the employe’s age, although the total 
cost for all employes will not vary ma- 
terialy from year to year if the aver- 
age age of employes remains relatively 
stable. 

Under the money purchase plan, the 
employer and employe each contributes 


every year a definite amount, usually 
a fixed percentage of employe’ es earn- 
ings. The amount of retirement in- 


come provided is dependent on the em- 
ploye’s sex, earnings and age when pur- 
chases of income are made. 

Selection of the plan to be used, he 
says, should be made in the light of 
the employer’s objectives and his par- 
ticular problems. 


New Absenteeism Study 
NEW YORK—The campaign being 


waged against prawenbelilc employe ab- 
senteeism is examined and reported in a 
study entitled “‘Reducing Absenteeism 
Through Employe Education,” released 
by the Policyholders Service Bureau of 
Metropolitan Life. This report, one of 
a series of three on the subject of em- 
ploye morale, is the result of an inves- 
tigation of the methods used in scores 
of well known companies that have 
submitted their most practical ideas on 
reduction of absenteeism. 

Among the chief contributing causes 
of absenteeism, the report states, may 
be mentioned the combination of high 
wages and scarcity of consumer goods, 
the result of which is to make leisure 
more attractive than wage earning. 


MANAGEMENT| 





MANAGEMENT 
= 


Mol 


FHA and Conventional type 
teal estate loans for De- 
fense Housing Home Pur- 
chasing and Refinancing 


Property Management 



































owners of industrial and 
commercial properties and 
apartment bulldings. 


Percy Wliison Mortgage 
ay & Finanoe Corporation 


and consultant service to | 



























||| actuaRies 


CALIFORNIA B 
Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 
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DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 

160 North La Salle Street, Chicago, Illinois 
Tel. State 1336 




















WALTER C. GREEN 
Consulting Actuary 
211 W. Wacker Drive 
Chicago 
Franklin 2633 
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Certified Public Accountant and 


| Actuary 
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Consulting Actuary 
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| INDIANAPOLIS, INDIANA 
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Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


8 West 40th Street New York 
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Auditors and Accountants 


Wolfe, Corcoran and Linder 
116 Jahn Street, New York, N. Y. 
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FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Associate 
E. P. Higgins 
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WARTIME WORKING CAPITAL 


LOANS 


Our plan permits the following, if you wish: 

A percentage of the renewals to revert to you for current 
expenses, 

Maturities to General Agents five years; to sub-agents four 
years. We cannot accelerate the maturity. 

We advance approximately three times your ‘42 renewal 
income. 


Rates—$30 per $1000 per year on loans ten thousand and 
upward; $35 per $1600 on amounts five to ten thousand and 
$40 per $1000 up to five thousand. 

An outside appraisal of the value from a collateral view- 
point of your renewal estate by qualified statisticians—at 
no cost te you. 

You are under no obligation in obtaining from us a firm 
loan commitment. 


LIFE UNDERWRITER‘'S 
CREDIT CORPORATION 


NORTHWESTERN BANK BUILDING 
MINNEAPOLIS, MINN. 
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An Agent’s Independence 

is not a matter of “sham and 
subterfuge” with Western Life Fieldmen but a contractual 
right. The question recently raised by Leon Gilbert Simon 
was settled eight years ago in the Western Life with a pro- 
vision in all contracts that ‘‘nothing herein contained shall 
prevent you from tendering an application to another com- 
pany, if such application shall have been first declined, or 
if the prospect insists that it be placed with a certain 


company.” 


General agency openings in California, Oregon, Wash- 
ington, Idaho, Montana, Utah and Wyoming. Check our 
financial statement. 


WESTERN LIFE 


INSURANCE COMPANY 


HELENA Since 1910 
Assets $17,580,470 


R. B. Richardson Surplus to Policyowners $2,600,000 Lee Cannen 
President Agency Vice President 
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This eternal principle has brought together the free 
peoples of the United Nations to overthrow an infamous 
enemy who would enslave the world, and has created 
an unbeatable alliance which will become the guardian 
of that higher civilization all men of good will seek 
for themselves and their children’s children. 








More than 70 years ago this principle of collective co- 
operation drew together those who founded the Sun Life 
Assurance Company of Canada. They knew that men, like 
nations, can best protect each other by pooling risks and 
uniting resources to meet them. 


SUN LIFE OF CANADA 


assures Security 
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W. T. GRANT 


President 


J. C. HIGDON 
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~ Check the POINTS OF EXTRA PROTECTION 


Continental American 


LIFE INSURANCE COMPANY 
WILMINGTON, DELAWARE 
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A. A, Rydgren, President 
Max S. Bell, Agency Vice President — 




















Back Home — 


UR HOUSE is built on the top of a hill and, when the nights are 

clear, I can see the soft, clustered lights of the village about 

“three miles away... lights that have burned through one hun- 
dred and seventy-three years of nightfall ... from candles to coal 
oil to electricity. 


I looked at those lights when I was a dreaming kid... when a 
railroad engineer was about all I ever wanted to be. I stared at 
them the night my brother died. I’ve never known quite what they 
meant, except that they brought me peace. 


Those lights are “our town”... Mary’s and mine... and no 
sailor home from the sea ever felt the joy of return more deeply 
than we did last May. 


For last May we came home from the city ...a couple of peo- 
ple with thirty-odd years’ work behind them... a family raised 
and away... and life’s album packed with memories... 


Back home ... they are thrilling words! And I’ve always been 
grateful that “back home” meant a very small town, and quiet, 
shaded streets, and wide, neat lawns, and a lazy old river, and a 
barber shop next to the bank, and a jewelry store that’s been in 
one family for four generations . . . and a church in a grove of 
chestnut trees, serene and strong through the turbulent passing of 
the years ... and even a dentist’s office that smells not one whiff 
different than it did the day I lost’ my youthful charm to bands 
and braces! ...and the lights that brought me peace... 


Yes, I’m retired. The warrior who was going to lick the world 
.. and almost did! The gay caballero who hated the word “re- 
tired”... who thought it meant surrender or defeat. I’m the small- 


town boy who fought for the American dream. I’m also the fellow 
who might have been living on his children today if he hadn’t had 
gumption enough to listen, years ago, to Northwestern Mutual’s 
story of low net cost retirement insurance. 


And if that sounds like a “commercial”... I say let it fall on 
receptive ears! We live according to our lights, and certainly those 
which shine brightest in the confusion of war and the uncertainty 
of change are security and peace-of-mind ...and the knowledge 
that some day we and our loved ones can go on to our own particu- 
lar “back home”... i, 

x * 7 ® 

Don’t forget that the difference between insurance companies is 
significant. When buying life insurance, you: may well save your- 
self hundreds of premium dollars, if you. will do these two things: 
(1) listen carefully to the Northwestern Mutual agent’s full story of 
a wonderful dividend record, and (2) check with any of our policy- 
holders, for they can tell you, better than we can, why no company 
excels Northwestern Mutual in that happiest of all business rela- 
tionships . . . old customers coming back for more. 





the Northwestern Mutual 


LIFE INSURANCE COMPANY 
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